CHEMIS 
DRUGGI 

INCORPORATING  RETAIL  CHEMIST 


FEBRUARY  2  1980 


TWsadvtsrNsewewt  is 
sending  sufferer* 
everywhere  ^hH^-fobuy 


Stop. 


the  pain 


sore 


LBRftS>ONS. 

\boughness 

I   n  enoug 


\Common  enough  ,de» 


✓        .  cau 


USU3UV  caused 

sooths 

calms 


^/  DERMIDEX  Skin  Medicine 

from  the  makers  of  Mucron ,  Do  Do  and  Migraleve 


Three-fold  treatment 

Pain  and  irritation  relieved  -  Dermidex 

contains  a  local  anaesthetic. 

Infection  controlled  -  Dermidex  is  germicidal. 

Helps  healing  of  damaged  skin. 

(Full  information  has  been  sent  to  every 

chemist) 

Outstanding  test  market  results  show: 

*  exceptionally  high  consumer  demand 

*  complete  user  satisfaction  -  in-pack 
questionnaires  give  gratifying  95%  product 
efficacy 

*  overall  sales  rate  (all  chemist  types) 
AT  LEAST  EQUALTO  MUCRON 


BACKED  BY  HEAVYWEIGHT 
ADVERTISING-LARGE  SPACES,  PRIME 
POSITIONS  in  all  major  national  newspapers. 

Please  ensure  you  have  stocks 

Order  NOW  either  direct  or  from  your  wholesaler. 
Minimum  profit  of  50%  oncost. 

RETAIL  87p  (50g)  TRADE  :  £0.5043  each 

INTERNATIONAL 
LABORATORIES  LTD., 

Wilsom  Road,  Alton,  Hants 
(Tel:  Alton  88174) 


{P}  Pharmacy  only 


LPCs  give 
reluctant  'yes' 
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More  OTC 
prescribing 
freedom  for 
pharmacists? 

Nl  retention 
fee  up  to  £35 
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pressure 


Benylin  Paediatric 

the  favourite  for  children's  coughs 


When  you  recommend  Benylin 
Paediatric  you  know  it'll  be  effective, 
because  it's  specially  formulated  for 
children,  and  is  based  on  the  proven 
anti-tussive  Benadryl*  (diphen- 
hydramine hydrochloride).  It's  an 
established  pharmacy-only  product. 


It's  very  acceptable,  too.  Children 
find  its  pleasant  raspberry  flavour 
easy  to  take.  Just  think-you  could 
be  giving  the  parents  a  good  night's 
i  rest  as  well  as  the  child  when  you 
recommend  Benylin  Paediatric. 


imposition: 

ch  5ml  contains 

phenhydramine  hydrochloride  B.P.  7mg 
dium  citrate  B.P.  28.5mg 
enthoIB.P.  0.55mg 


PARKE- DAVIS 

good  products  for  you  and  your  customers 


indications 

For  the  relief  of  cough  and  its  congestive  symptoms. 
Dosage: 

ORAL  Children  1  to  5  years,  One  5ml  spoonful  every  three  hours 
Children  6  years  and  over,  two  5ml  spoonsful  every  three 
hours 


Contra-indications,  warnings  etc. 

May  cause  drowsiness.  If  affected,  the  patient  should  not  drive  or 
operate  machinery.  Avoid  alcoholic  drink.  Known  hypersensitivity  to 
any  of  the  active  constituents. 

As  with  any  other  medicine,  care  should  be  taken  in  administration 
during  pregnancy. 


Legal  Category:  P 
Package  Quantities:  125ml  cartoned  glas 
Price  to  pharmacy,  35  pence  (ex.V.A.T.) 
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Little  to  go  on 

Sunday's  conference  of  Local  Pharmaceutical  Committee 
representatives  was  notable  for  its  silence.  There  were, 
of  course,  plenty  of  words,  but  nothing  in  the  way  of 
guidance  to  the  Pharmaceutical  Services  Negotiating 
Committee  on  the  direction  it  should  take  in  furtherance 
of  remuneration  negotiations  with  the  Department  of 
Health. 

After  a  succession  of  speakers  had  come  to  the 
microphone  to  condemn  sanctions — to  condemn  even  the 
idea  of  asking  contractors  their  opinions  about  sanctions 
— Mr  Alan  Smith,  PSNC  chief  executive,  asked:  "Please, 
give  me  the  alternatives."  PSNC  could  carry  on  talking, 
he  said — they  were  good  at  that,  but  it  was  getting  them 
nowhere.  And  by  the  end  of  Sunday  PSNC  had  proved 
itself  good  at  listening  too,  for  having  given  guidance 
in  writing  before  the  meeting,  the  Committee  and  its 
officers  were  generally  content  to  learn  the  measure  of 
grass-roots  feeling  from  the  contractors'  elected 
representatives. 

Unfortunately  they  are  probably  little  the  wiser  as  a 
result,  an  opinion  of  the  meeting  shared  by  many 
representatives.  Only  one  LPC,  Shropshire,  reported  a 
canvass  of  its  contractors  and  the  results,  if  reflected 
nationally,  were  sufficiently  opposed  to  the  idea  of 
direct  action  to  ensure  that  sanctions  would  not  work. 

Mr  Smith  suggested  that  the  representatives  might  be 
surprised  by  the  level  of  support  which  would  be 
forthcoming  in  a  ballot.  Whether  he  is  right  or  wrong  does 
not  really  matter — the  question  is  that  PSNC  must  know 
where  it  stands,  and  even  an  outright  rejection  of 
sanctions  can  be  turned  to  good  public  relations 
advantage.  In  particular,  PSNC  needs  to  know  whether 
the  voices  it  hears  are  those  of  the  choir,  or  merely  a  few 
soloists. 

However,  contractors  are  not  to  be  blamed  for  shuffling 
their  feet  and  looking  over  their  shoulders  when 
industrial  action  is  mentioned.  They  are  looking  at  the 
multiples,  whose  representatives  remained  silent  and 
uncommitted  on  Sunday,  at  dispensing  doctors — even  at 
other  independent  contractors.  Many  have  bank 
overdrafts  and  wholesaler  debts  which  act  as  powerful 
persuaders  to  stay  at  the  bench,  not  to  mention  the 
obvious  professional,  social  and  ethical  considerations. 

These  people  must,  then,  pin  their  faith  on  public 
relations,  a  subject  touched  upon  by  surprisingly  few 
speakers.  Yet  the  only  truly  positive  contribution  to  the 
day's  proceedings  came  from  Mr  Michael  Fallon,  PSNC's 
Parliamentary  adviser,  and  we  would  urge  all  contractors 
who  fear  sanctions  to  answer  his  and  Mr  Sharpe's  calls 
for  further  contact  with  MPs. 

PSNC  is  understood  to  be  reviewing  its  PR  activity 
and  rightly  so,  because  that  may  well  emerge  as  the  only 
direction  in  which  all  contractors  are  willing  to  be  led. 
Certainly  the  petition,  and  other  PR  conducted  so  far, 
have  brought  results — perhaps  greater  pressure  would 
cause  the  Department  to  dispense  money  as  well  as 
words  .  .  .  perhaps. 

But  there  is  a  further  question  posed  by  Sunday's 
conference:  are  such  meetings  useful?  Mr  Sharpe  was 
rightly  congratulated  on  completing  a  colossal  agenda 
without  ever  stifling  discussion,  but  when  issues  such  as 
emergency  services,  which  have  caused  such  controversy 
in  the  past,  go  through  almost  "on  the  nod",  how  can 
PSNC  be  sure  the  resolutions  reflect  true  feeling? 

To  sum  up,  contractors  will  have  little  cause  for 
complaint  about  PSNC's  action  or  inaction  pending  the 
next  conference,  for  it  can  hardly  be  blamed  for  not 
delivering  the  goods  if  no  orders  have  been  placed. 
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LPCs  approve  the 
sanctions'  ballot 
with  reluctance 

Representatives  of  Local  Pharmaceutical  Committees  have  shown  little  en- 
thusiasm for  a  ballot  of  NHS  chemist  contractors  on  the  question  of  "direct 
action"  in  support  of  a  Review  Body.  At  their  conference  on  Sunday,  the 
majority  of  speakers  found  sanctions  hard  to  swallow,  and  it  was  only  after 
"clarification"  by  the  chairman  of  the  Pharmaceutical  Services  Negotiating 
Committee,  Mr  David  Sharpe,  that  they  voted  in  favour  of  a  ballot — subject 
to  PSNC's  reaction  to  whatever  offer  the  Secretary  of  State  may  make.  The 
conference  also  heard  reports  on  new  contract  progress  and  the  work  of  the 
Parliamentary  adviser  (pi 56) — contractors  were  urged  to  renew  contact  with 
MPs  on  current  issues.  In  an  overcrowded  day,  the  representatives  considered 
35  resolutions  from  LPCs,  many  with  no  or  minimal  discussion. 


Opening  the  meeting  Mr  Sharpe  re- 
minded the  representatives  that  the 
Franks  report  had  been  very  much  in 
their  favour,  with  major  recommenda- 
tions being  an  increase  in  the  profit  mar- 
gin and  a  Review  Body.  However,  the 
Department  of  Health  was  proposing 
selective  implementation  of  what  they 
thought  "convenient  to  themselves"  and 
no  Review  Body. 

Mr  Patrick  Jenkin  had  nevertheless 
seen  the  force  of  the  PSNC's  argument 
that  machinery  should  be  set  up  to 
resolve  disputes  and  as  a  result  PSNC 
had  given  the  Secretary  of  State  until 
March  1  to  make  a  decision. 

Superficially  attractive 

Mr  Sharpe  said  that  the  DHSS  offer 
was  superficially  attractive,  with  5p  per 
item  from  the  increased  profit  formula, 
plus  8p  which  had  already  been 
negotiated  on  the  basis  of  cost  up-dating, 
but  he  suggested  conference  should  con- 
sider LPC  resolutions  on  the  panel  re- 
port before  deciding  on  its  attitude  to 
the  offer. 

Proposing  that  conference  should  urge 
both  the  DHSS  and  PSNC  to  accept  the 
report  in  toto  and  implement  it  without 
procrastination  on  the  understanding  that 
it  was  an  interim  award,  Mr  A.  Forbes 
Powrie,  Suffolk,  suggested  that  someone 
in  the  Department  "had  it  in  for 
pharmacy" — the  procrastination  seemed 
no  different  whichever  political  party  was 
in  power.  Seconding,  Mr  John  Taylor 
said  the  idea  that  the  present  government 
should  strip  from  small  businesses  profits 
secured  by  commercial  endeavour,  other 
than  by  taxation,  should  be  utterly 
abhorent.  Fair  reclaim  of  discounts  was 
impossible  since  in  any  average,  half 
would  be  losers.  Mr  Taylor  then  made  a 
personal  appeal  to  conference  "Could  we 
forget  the  finals  of  the  PSNC  bashing 
contest  and  redirect  our  venom  at  the 
gnomes  of  the  DHSS". 

Mr  G.  Baxter,  City  and  East  London, 
stressed  there  must  be  a  cash  award 


as  quickly  as  possible.  The  amount  allo- 
cated by  the  panel  was  not  an  award  on 
which  pharmacy  could  build  a  future. 

Mr  R.  N.  Thomas,  Gwynedd,  said  con- 
tractors had  been  patient  and  reasonable 
for  too  long  and  this  had  been  seen  as 
weakness.  They  now  had  no  option  but 
to  ballot  for  sanctions.  "We  understand 
the  'division  of  the  cake'  ploy,  but  only 
crumbs  remain  and  we  will  no  longer 
pick  them  up."  The  Suffolk  motion  was 
carried. 

Lancashire  LPCs  call  for  support  for 


PSNC's  efforts  to  secure  a  just  rewa 
for  contractors  received  the  backing  c| 
conference,  but  not  before  Mr  W.  A 
Beanland  had  played  "devil's  advocate' 
He  contended  that  contractors  ha' 
betrayed  their  negotiators  by  allowin 
themselves  to  be  "manipulated  by  th 
megalomaniacs  of  Morden"  (shout  o 
"rubbish")  and  pressurising  other  whole 
salers  into  giving  discounts  they  coul 
not  afford.  By  engaging  in  horse-tradingi 
contractors  had  put  a  weapon  into  th 
hands  of  the  DHSS  and  Mr  Beanlamj 
wondered  why  PSNC  should  still  want  tl 
fight  on  their  behalf.  "You  have  picke< 
the  team.  Now  be  content  to  stand  asidi 
and  let  them  get  on  with  the  job." 

Mr  F.  Yantin,  City  and  East  London 
supported  the  motion  as  worded  but  wa 
not  prepared  to  give  PSNC  a  "total' 
vote  of  confidence,  while  Mr  M.  James; 
Essex,  criticised  the  proposer  for  trying 
to  apportion  blame  for  discounting  sinccl 
it  was  a  fault  of  the  whole  industry,  in] 
eluding  contractors. 

A  motion  urging  the  calling  of  ar 
extraordinary  conference  if  the  panel  re-i 
port  was  not  implemented,  was  defeated} 
on  a  small  show  of  hands.  It  was  pointed 
out  that  a  conference  costs  £10,000.] 
Defeated  more  decisively  was  Lincoln- 
shire's motion  that  implementation  of 
any  part  of  the  panel  report  should  be, 
rejected  unless  it  included  the  establish- 
ment of  an  independent  Review  Body.) 
Mr  B.  Lewis  said  the  published  corres 
pondence  showed  that  the  Department 
could  not  be  trusted,  and  Mr  G.  Walker 
pointed  out  that  there  was  no-one  to 


■ 


152    Chemist  i&  Druggist 


2  February  1980 


whom  an  appeal  could  be  made  if  the 
Department  should  decide  to  change  the 
profit  formula  next  year. 

Opposing  the  motion,  Mr  Baxter  asked 
that  the  decision  be  left  to  PSNC.  He 
did  not  want  a  Review  Body  at  the 
expense  of  the  money — it  would  not  be 
the  "answer  to  all  our  prayers"  since  it 
too  could  only  make  recommendations. 
Doctors  had  been  unhappy  about  their 
15  per  cent  award,  and  despite  a  Review 
Body  it  was  difficult  to  get  dental  treat- 
ment in  working-class  areas. 

There  was  strong  support  for  Barking 
and  Havering's  proposal  that  restrospec- 
tive  payments  resulting  from  the  Franks 
report  should  be  payable  to  all  pharma- 
cies in  contract  during  1979,  apportioned 
on  the  basis  of  the  differential  on-cost 
and  related  to  the  number  of  prescrip- 
tions dispensed.  Mr  T.  Waller  argued 
that  the  money  was  due  to  those  who 
dispensed  the  prescriptions  and  should 
not  be  dissipated  in  "fractions  of  a 
penny".  It  should  be  paid  to  those  who 
had  gone  out  of  business  or  their  next- 
of-kin,  since  their  businesses  would  have 
been  sold  below  the  proper  price. 

Bargain  hunters 

Turning  to  motions  on  other  remunera- 
tion matters,  conference  could  not  agree 
to  the  North  Yorkshire  proposal  that 
calculation  of  drug  cost  prices  be  based 
on  manufacturers'  published  unit  prices 
and  not  subject  to  further  discounting. 
Mr  J.  Savage  said  the  DHSS  compli- 
mented contractors  by  assuming  that  they 
always  bought  on  the  best  terms  and 
snapped  up  every  bargain — "but  if  you 
fail  to  measure  up,  you  lose".  And  if 
the  pharmacist  bought  with  foresight 
verging  on  clairvoyance  the  Department 
was  determined  that  he  should  not  benefit. 
The  speaker  foresaw  the  Secretary  of 
State  applauding  the  opening  of  London's 
first  "POCC" — prescription-only  cash- 
and-carry! 

Opposing  the  motion,  Mr  Beanland 
said  the  aim  must  be  reimbursement  of 
the  price  paid.  "If  we  are  grabbing  dis- 
counts we  cannot  expect  them  to  be 
ignored  by  those  who  are  disbursing  pub- 
lic money."  Mr  A.  O.  Bond,  Somerset, 
suggested  that  computers  should  be  able 
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PSNC  chairman  David  Sharpe  opens  the  conference  on  Sunday 


to  allow  a  statement  of  dispensing  pur- 
chases to  be  sent  to  the  Department — 
with  payment  in  30  days! 

No  criticism  was  voiced,  however,  as 
conference  supported  mid-Glamorgan  in 
deprecating  "the  threatened  future 
monopoly  situation  in  wholesaling".  It 
was  said  this  could  result  if  discounting 
schemes  were  allowed  to  continue;  the 
consequent  restrictions  in  sources  of 
supply  would  be  to  the  detriment  of  the 
patient.  Also  carried  was  the  South 
Glamorgan  motion  that  future  remunera- 
tion settlements  must  come  from  new 
money  and  not  from  the  global  sum. 

A  City  and  East  London  proposal  that 
PSNC  should  be  given  complete  freedom 
in  the  distribution  of  total  remuneration 
was  defeated.  Mr  D.  Evans  had  said  it 
would  give  an  oportunity  to  encourage 
the  opening  of  pharmacies  where  they 
were  needed  and  to  discourage  opening 
where  they  were  not.  But  Mr  James  was 
unwilling  to  trust  PSNC  "all  down  the 
line"  and  pointed  out  the  need  to  in- 
volve the  public  interest  where  public 
money  was  involved. 

Conference  subscribed  quickly  to  the 
Barnet  view  that  payment  should  be 
made  for  domiciliary  visits  for  the 
measuring  and  fitting  of  trusses  and 
hosiery. 

After  a  series  of  amendments — princi- 
pally to  exclude  a  distance  stipulation  of 
2  km  set  in  the  original  motion — con- 
ference supported   the   Redbridge  and 


Waltham  Forest  contention  that  a  basic 
practice  allowance  should  be  paid  as  of 
right  to  existing  pharmacies  and  new 
pharmacies  at  the  discretion  of  the  LPC, 
subject  to  a  right  of  appeal  to  the  Sec- 
retary of  State.  Mr  Asher  said  BPA  rep- 
resented a  step  on  the  road  to  a  full  prac- 
tice allowance  under  rational  location.  He 
reminded  conference  of  Mr  Ennals'  cam- 
paign to  encourage  use  of  the  pharma- 
cist to  reduce  the  workload  on  doctors — 
this  had  acknowledged  pharmacists'  un- 
remunerated  contribution  to  the  national 
health. 

Don't  put  the 
question! 

The  tone  of  the  debate  on  whether  a 
"sanctions"  ballot  form  should  be  sent 
out  to  contractors  was  set  by  Mr  S.  W. 
Kitchen,  Norfolk,  who  said:  "The  ques- 
tion should  not  be  asked  today." 

PSNC  had  recommended  to  conference 
that  contractors  should  be  asked  whether, 
if  the  Government  refused  the  demand 
for  a  Review  Body,  they  were  willing  to 
submit  undated  resignations  from  the 
NHS,  to  withdraw  services  for  one  day 
and  support  their  action  with  local  or 
national  demonstrations  (an  emergency 
service  being  provided),  or  to  withdraw 
from  rota  services  (January  26,  pi  12). 

Continued  on  pi 54 
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LPC  conference 

Sanctions 
doubt 

Continued  from  pi  53 

Mr  Kitchen  said  industrial  action  could 
only  lead  to  divisions  in  pharmacy;  it 
would  encourage  the  government  to  pro- 
vide dispensing  services  in  health  centres 
and  doctors  to  dispense.  The  profession 
must  first  look  to  getting  more  publicity 
for  a  really  good  case. 

Told  by  the  chairman  that  Review 
Body  recommendations  would  not  be 
binding  on  the  Government,  Mr  D. 
Blake,  East  Sussex,  could  not  see  why  it 
should  not  be  implementation  of  the 
panel  report,  rather  than  a  Review  Body, 
that  was  the  deciding  factor.  Mr  Sharpe 
replied  that  PSNC  felt  that  they  would 
be  better  off  both  psychologically  and 
politically  with  an  independent  referee. 

Canvass  of  contractors 

Some  idea  of  likely  contractor  reaction 
to  the  ballot  came  from  Mr  B.  J.  Teague, 
Shropshire.  A  telephone  canvass  through 
the  local  early-warning  system  had 
secured  the  views  of  38  contractors  of 
whom  only  24  had  said  "yes"  to  undated 
resignations — and  that  depending  on  100 
per  cent  support  from  other  contractors. 
The  one-day  withdrawal  idea  was  re- 
jected by  22  of  the  sample,  mainly  on  the 
grounds  that  it  would  be  ineffectual. 
Twenty-one  were  behind  withdrawal 
from  rota — but  most  of  those  did  not  do 
rota  anyway.  Many  of  those  who  rejected 
the  concept  of  undated  resignations  had 
expressed  a  fear  that  dispensing  doctors 
would  "jump  in". 

Mrs  E.   Lucas-Smith,   Berkshire,  be- 


Derek  Evans:  Encourage  opening 


lieved  that  it  was  early  days  to  be  talk- 
ing about  a  ballot  and  thought  that  des- 
pite the  defeat  of  the  Herefordshire 
motion,  an  extraordinary  meeting  of  con- 
tractors might  still  have  to  be  called. 
Mr  E.  M.  Thornton,  Dorset,  claimed 
that  all  the  sanction  proposals  were 
"knives  in  the  back  of  our  society".  It 
was  wrong  that  pharmacists  should  lower 
themselves  to  "bullying  and  muscle".  Mr 
J.  R.  Clitherow,  Liverpool,  said  contrac- 
tors should  take  what  was  offered  but 
without  prejudice  to  the  Review  Body. 
Replies  to  a  ballot  would  come  only  from 
the  "hotheads". 

Mr  James  disliked  the  idea  of  taking 
industrial  action  because  he  could  not 
face  meeting  someone  who  had  been  un- 
able to  obtain  medicine  for  their  child. 
Pharmacists  were  not  like  steelworkers — 
they  were  isolated  individuals.  However, 
at  some  time  the  worm  had  to  turn  and 
it  was  necessary  to  find  out  what  the 
grass  roots  felt.  There  was  a  lot  of  talk 
about  strikes  without  ballots — now  the 
PSNC  had  given  a  lead  by  saying  that 
the  Ministry  was  being  obdurate  and 
contractors  would  be  in  the  same  mess 
in  a  year's  time.  There  had  to  be  a  ballot 
to  see  whether  PSNC  was  going  in  the 
right  direction. 

Mr  Waller  disliked  the  direction.  Ask- 
ing for  direct  action  was  asking  for  pie 
in  the  sky  because  a  Review  Body  would 
have  no  more  effect  on  the  Department 
than  the  panel.  The  "lead"  would  lead 
nowhere  and  no  small  contractor  could 
afford  to  put  up  a  bar  on  his  dispensing. 
"I'd  last  two  minutes." 

Department's  opportunity 

Mr  Beanland  deprecated  the  quoting 
of  figures  which,  he  said,  gave  warning 
to  the  Department.  For  the  past  year  he 
had  been  "kicked  in  the  teeth  by  dissi- 
dent workers  time  and  time  again"  and 
was  not  prepared  to  take  similar  action 
himself.  If  resignations  were  submitted 
there  was  always  the  danger  that  the 
Department  would  decide  who  it  would 
accept  back  into  contract  after  the  dis- 
pute. Mr  Yantin  hoped  that  conference 
would  not  go  to  vote  on  the  issue  and 
would  allow  it  to  "lie  on  the  table". 

The  first  rallying  call  to  back  PSNC 
came  from  Mr  G.  Hill,  Wiltshire,  who 
told  contractors  they  were  being  "ground 
into  the  dust".  Caustically,  he  said: 
"You  are  well  paid,  you  are  wonderful, 
the  PSNC  is  the  scum  of  the  earth,  yet 
when  you  are  asked  to  make  a  decision 
you  haven't  got  the  guts."  The  profession 
was  not  successful  because  it  was  not 
united;  sooner  or  later  pharmacists 
had  to  decide  whether  they  were  profes- 
sionals or  businessmen. 

Mr  K.  Martin,  Dudley,  also  supported 
a  ballot,  quoting  contractors'  loss  on 
recent  Ventolin  price  increases  (Open 
Shop.  C&D  January  19,  plOO)  and  asking 
if  contractors  could  afford  such  losses 
across  the  board.  Mr  L.  Robertson,  Bed- 
fordshire, felt  that  through  a  ballot  con- 
tractors should  be  made  aware  of  the 
difficulties  faced  by  PSNC,  and  PSNC 
could  learn  the  views  of  contractors. 
However,   he   wished   to   see  another 


John  Taylor:  Forget,  PSNC  bashing 


option  added  to  the  form — a  limitation 
of  amounts  supplied,  which  might  even 
receive  support  from  doctors. 

Mr  J.  Salter,  Cornwall,  speaking  as  a 
"professional  businessman",  believed  the 
proposed  sanctions  were  not  practicable 
because  contractors  were  not  united — and 
they  could  not  turn  away  urgent  pre- 
scriptions. Money  should  be  spent  in  the 
media  to  tell  the  public  exactly  what  was 
happening  and  to  say  that  "despite  all 
we  are  not  going  to  strike".  However,  Mr 
Thomas  argued  that  while  deprecating 
action,  contractors  could  not  blame 
PSNC  for  doing  nothing  if  they  were 
unwilling  to  do  anything  themselves. 

Mr  J.  lies,  Camden  and  Islington, 
opposed  any  further  delay  in  balloting 
contractors  since  approval  for  it  had 
been  given  at  the  1978  conference.  Mr  J. 
Taylor,  Suffolk,  added  that  if  conference 
said  "no"  to  a  ballot  it  would  be  denying 
contractors  the  right  of  free  speech. 

Before  the  meeting  broke  for  lunch, 
Mr  Alan  Smith,  PSNC  chief  executive, 
reminded  the  representatives  that  the 
panel  had  resulted  from  the  petition 
presented  to  Parliament,  after  which 
everyone  had  agreed  that  contractors 
were  getting  unfair  treatment.  The 
majority  of  contractors  did  not  want  to 
strike,  but  it  was  impossible  to  make 
progress  without  a  Review  Body — the 
Government  had  refused  to  put  both 
profit  margin  and  notional  salary  to 
arbitration  before  the  panel  was  set  up. 
And,  Mr  Smith  added,  there  was  no 
chance  of  an  annual  remuneration  re- 
view without  a  Review  Body. 

It  was  easy  to  speak  against  a  ballot, 
said  Mr  Smith,  but  what  were  the 
alternatives?  "Carry  on  talking?  We  are 
good  at  doing  that — we've  been  doing  it 
for  years.  Yet  despite  that,  all  the  public 
support  and  the  panel  recommendations 
will  result  in  not  a  pennypiece  more  in 
contractors'  pockets."  Mr  Smith  felt  the 
meeting  might  be  surprised  at  the  amount 
of  support  that  would  be  received  in  a 
ballot,  but  regardless  of  the  result  he 
argued  that  the  time  had  come,  in  fair- 
ness, to  ask  grass  roots  contractors  for 
their  opinion. 

Continued  on  p156 
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A  unique  training  facility 

for  shop  staff. 


During  the  past  4  years  1,285  sales 
assistants  have  benefited  from  Numark 
Training,  and  materially  contributed  to  the 
sales  and  profit  growth  of  Numark 
Chemists. 

By  introducing  this  unique  Mobile 
Training  Unit  the  vast  majority  of 
Numark's  10,000  shop  sales  assistants  will 
have  the  opportunity  of  attending 
specialised  training  programmes  within  easy 
reach  of  their  shops. 

The  Numark  Mobile  Training  Unit  is 
staffed  by  DITB  qualified  instructors;  fitted 


with  modern  video  and  audio  visual 
equipment  and  carries  a  comprehensive 
library  of  training  films  and  modern 
training  aids  to  meet  specific  needs  of 
retail  staff  and  management. 

Numark  Chemists  will  receive  details 
of  when  and  where  this  unit  is  to  operate 
from  their  Numark  Wholesaler.  All  NPA 
members  are  welcome  to  use  this  training 
facility  subject  only  to  places  being 
available,  and  should  contact  the 
Sales  Manager  at  their  local  Numark 
Wholesaler. 


Award 

For  Staff  Training 


NUMARK 


XHEMIST, 


Another  facet  of  Numark's  comprehensive  package  of  business  growth  services. 


LPC  conference 

Ballot  gets 
go-ahead 

Continued  from  p154 

After  the  lunch  break  the  situation 
was  clarified  by  the  chairman,  Mr 
Sharpe.  He  said  PSNC  would  take  no 
action  on  a  ballot  before  the  March  1 
deadline  given  to  the  Secretary  of  State. 
If  Mr  Jenkin  offered  some  form  of  Re- 
view Body  procedure  it  must  be  left  to 
PSNC  to  say  whether  the  offer  was 
acceptable  and  therefore  whether  a  ballot 
paper  should  be  sent  to  contractors. 

In  the  interim,  Mr  Sharpe  urged  con- 
tractors to  write  to  their  MPs  asking  for 
"fair  play"  on  a  Review  Body.  He 
stressed  that  "letters"  should  be  written, 
as  circulars  would  be  ignored.  Following 
this  clarification  by  Mr  Sharpe  the  con- 
ference voted,  apparently  nem  con,  to  the 
principle  of  a  contractors  ballot. 

Parliamentary 
PR  efforts 

LPCs  were  asked  to  strengthen  their 
relationship  with  MPs  as  a  matter  of 
priority  when  Mr  Michael  Fallon,  Par- 
liamentary consultant  to  PSNC,  reported 
on  his  current  involvement  in  the 
negotiations. 

Outlining  his  role  (see  C&D  October 
20,  1979,  p630),  he  said  the  objective  was 
to  build  support  for  pharmacy  in  Parlia- 
ment generally  and  in  particular  for  the 
full  and  early  implementation  of  Franks. 

Mr  Fallon  said  PSNC  has  been 
arguing  that  remuneration  for  pharmacy 
had  nothing  to  do  with  the  current  cut- 
backs on  expenditure :  "We  have  got  to 
make  sure  it  doesn't  get  ignored".  Their 
second  point  was  that  the  dispute  had 
been  running  for  a  long  time  and  the 
third  that  pharmacists  were  uniquely  dis- 
advantaged because  any  interpretation  of 
their  contract  was  subject  to  arbitary 
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decisions  of  Department  officials.  How- 
ever, help  was  needed  in  the  campaign 
which  was  easy  to  promote  at  national 
level  but  required  under-pinning  by  local 
activity.  LPCs  should  feed  to  their  MPs 
local  facts  as  well  as  the  national  argu- 
ments. 

Mr  Fallon  concluded  that  1980  would 
be  a  crucial  year  for  pharmacy — the  cur- 
rent dispute,  the  new  machinery  and 
the  profession  facing  up  to  the  con- 
straints of  public  expenditure.  "But,"  he 
added,  "the  more  united  the  voice  the 
more  successful  we  are  likely  to  be." 

New  contract 
draft  'soon' 

Significant  progress  has  been  made  in 
formulating  a  new  contract  and  a  draft 
should  soon  be  in  the  hands  of  LPCs, 
Mr  Alan  Smith  told  the  conference. 

Summarising  the  present  position  he 
pointed  out  that  the  following  had 
already  been  agreed  by  previous  con- 
ferences:—  full  practice  allowance,  in- 
dividual premises  allowance,  initial  prac- 
tice allowance,  relocation  allowance  and 
redundancy  payments.  All  of  these  had 
been  incorporated  into  the  draft,  but 
their  implementation  depended  upon  an 
agreement  on  rational  location.  Subject 
to  being  able  to  negotiate  the  necessary 
funds,  it  would  be  possible  to  progress  on 
domiciliary  visit  payment,  collection  and 
delivery  service,  basic  practice  allowance, 
additional  pharmacist  allowance  and 
separate  contracts  for  oxygen  and  rota. 
If  Franks  was  implemented,  the  pure 
profit  and  interest  rate  formula  could 
lead  to  either  an  additional  5p  per  pre- 
scription or  a  basic  practice  allowance  of 
£1,600  a  year. 

Mr  Smith  said  the  final  draft  has  been 
accepted  by  the  new  contract  subcommit- 
tee and  would  be  presented  to  the  Feb- 
ruary PSNC  meeting.  It  would  then  go 
to  LPCs  before  being  submitted  to  the 
Franks  panel.  Decisions  made  at  the  con- 
ference would  also  have  to  be  considered 
before  the  draft  went  to  LPCs. 

In  reply  to  Mr  Walker,  Mr  Sharpe 
agreed  that  the  Department  had  not  yet 
accepted  that  the  panel  should  continue 
to  sit,  though  its  members  were  prepared 
to  do  so. 

Other  motions 

During  the  rest  of  the  afternoon  session 
conference  hurried  through  more  than 
20  LPC  resolutions,  in  most  cases  with 
very  little  discussion.  They  included:  — 

□  A  request  that  PSNC  take  urgent 
action  to  encourage  the  employment  of 
a  second  pharmacist  with  adequate  re- 
muneration (carried).  Mr  A.  Thornton 
pointed  out  that  use  of  unqualified  staff 
by  some  diluted  the  professional  fee  for 
all,  and  Mr  K.  Sims  added  that  pharma- 
cists now  had  additional  responsibilities 
for  supervision  of  OTC  sales. 

□  That  PSNC  should  grade  pharmacies 
according  to  the  number  of  prescriptions 
dispensed  and  specify  the  staff  required 
to  ensure  that  the  most  effective  service 


George  Baxter:  Cash  now 


is  available  to  the  community  (lost). 

□  That  the  new  contract  should  allow 
and  encourage  LPCs  to  make  local  agree- 
ments with  FPCs,  especially  in  relation 
to  flexible  hours  and  conditions  of  ser- 
vice (carried). 

□  That  in  discussing  the  new  contract, 
priority  should  be  given  to  reaching 
agreement  in  principle  on  the  type  of 
service  that  would  be  in  the  best  interests 
of  the  community,  including  all  aspects 
of  primary  health  care,  thus  avoiding  the 
false  premise  that  overall  efficiency  and 
effectiveness  are  synonymous  with 
volume  and  speed  of  dispensing  (carried, 
but  with  very  few  voting). 

□  Conference  reiterated  its  belief  that 
the  contract  should  be  for  a  35-hour 
working  week.  Hours  to  maintain  a  ser- 
vice above  that  should  be  remunerated 
by  rota  fees  which  should  not  come  from 
the  global  sum  (carried). 

□  That  the  resolution  from  the  previous 
conference  in  respect  of  pensions  be  acted 
upon  forthwith  (This  sought  to  secure  a 
pension  for  contractors  retrospective  to 
the  commencement  of  the  Health  Ser- 
vice and  on  a  par  with  the  other  profes- 
sions in  the  Service). 

□  That  PSNC  should  produce  a  guide  to 
each  Drug  Tariff,  updated  regularly 
(carried). 

□  That  where  a  manufacturer  produces  a 
calendar  pack  of  a  solid  dose  form,  the 
pharmacist  should  have  discretion  to  dis- 
pense the  nearest  complete  pack  or  packs 
(carried). 

Concluded  on  pi 58 
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LPC  conference 

Prescribing 

limit? 

Continued  from  pi 56 

□  That  implementation  of  a  maximum 
number  of  days  supply  allowable  on  all 
NHS  prescriptions  should  be  an  immedi- 
ate priority  (carried).  As  a  matter  of  "in- 
formation" for  conference,  Mr  Bond 
read  from  a  letter  he  had  received  via 
his  MP  from  Dr  Gerard  Vaughan,  Minis- 
ter for  Health,  in  which  the  Minister 
said:  "'Mr  Bond  might  like  to  know  that 
the  general  consensus  of  opinion  in  the 
medical  profession  is  that  normally  seven 
days'  supply  of  medicine  is  considered 
sufficient  for  most  conditions"  (that  said 
Mr  Bond  was  from  a  person  who  was 
both  "right"  and  "honourable"!).  Dr 
Vaughan  had  added  that  a  recent  survey 
by  the  Prescription  Pricing  Authority 
suggested  that  the  vast  majority  of  general 
practitioners  adhered  to  the  principle  and 
that  the  number  of  prescriptions  for  over 
three  months'  supply  was  very  small 
indeed. 

Emergency  services 

□  Conference  urged  all  LPCs  to  review 
their  emergency  services  for  "out-of- 
hours"  dispensing  and  to  take  action  to 
implement  a  full,  adequate  service. 
(carried).  It  also  urged  PSNC  to  negotiate 
with  the  DHSS  for  a  statutory  on-call 
service  suitably  remunerated  (carried). 

□  With  some  apparent  confusion  as  to 
the  intention,  conference  refused  to  ask 
PSNC  to  amend  its  constitution  so  that 
the  written  constitution  could  not  be 
altered,  except  by  a  two-third  majority 
vote  at  a  conference  of  LPCs. 

□  That  there  should  be  close  liaison 
between  LPCs  of  adjoining  districts  when 
a  pharmacy  in  a  new  health  centre  is  pro- 
posed near  to  the  common  boundary 
(carried). 

□  That  PSNC  should  press  for  legislation 
to  implement  the  Clothier  report  without 
further  delay  (carried). 

□  That  the  principle  of  control  of  the 
opening  of  new  pharmacies  should  apply 
in  relation  to  NHS  contracts  in  England 
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and  Wales  in  the  immediate  future 
(carried)  and  that  conference  should  cam- 
paign for  rational  location  along  the 
lines  set  out  by  the  Council  of  the 
Pharmaceutical  Society  (carried). 
□  That  the  principles  of  FPC  consulta- 
tion applying  to  health  centres  should 
apply  to  group  practice  surgeries  of  three 
or  more  doctors  (carried). 
O  Opposition  to  cut-backs  in  the  pro- 
vision of  health  care  in  general  and  in 
particular  the  increase  in  prescription 
charges  "which  places  an  unfair  burden 
on  people  of  limited  income,  who  may, 
as  a  result  refuse  urgent  medication" 
(carried). 

O  Recommendation  to  FPCs  of  the  in- 
clusion of  a  pharmacist  amongst  the 
members  of  the  Joint  (Consultative) 
Medical  Practices  Committee  (carried). 

Endorsing  a  Newcastle  upon  Tyne 
supplementary  resolution,  conference 
urged  that  the  inquiry  into  the  ratio  of 
price  increases  between  fast-  and  slow- 
moving  drugs  be  completed  within  two 
months.  "If  this  is  not  done,  then  the 
PSNC  should  advise  contractors  to 
ignore,  and  defend  contractors  who  so 
do,  that  part  of  the  contract,  which  states 
that  drugs  should  be  supplied  with 
reasonable  promptness,  where  a  large 
percentage  price  increase  creates  a  signifi- 
cant loss  to  the  contractor." 


DITB  scholarship 

Applications  can  now  be  made  for  the 
George  Spencer  Scholarship  which  is 
awarded  annually  by  the  Distributive 
Industry  Training  Board  for  research 
relating  to  training  in  the  distributive 
industry. 

At  the  discretion  of  the  selection 
committee,  more  than  one  scholarship 
may  be  awarded  but  the  total  value  in 
any  one  year  will  not  be  more  than 
£1,500.  The  scholarship  is  open  to  any- 
one employed  in  the  distributive  industry 
over  the  age  of  18.  The  research  project 
will  be  required  to  be  completed  between 
August  1  1980  and  July  31  1981. 

Application  forms  are  available  from 
the  training  director,  DITB,  Maclaren 
House,  Talbot  Road,  Stretford,  Man- 
chester M32  OFP. 


PEOPLE 

Sir  Derrick  Dunlop,  MD,  FRCP,  has 

retired  from  the  board  of  Sterling-Win- 
throp  Group  Ltd.  "For  the  past  eight 
years  Sir  Derrick  has  made  a  most  valu- 
able contribution  as  an  external  director 
and  he  will  be  greatly  missed  by  his 
colleagues  and  friends  in  Sterling-Win- 
throp,"  writes  Mr  Eric  Barber,  chairman 
of  the  Group. 

Mr  Michael  Stewart-Smith,  chairman 
and  managing  director  of  Taylor  of  Lon- 
don, is  now  a  member  of  the  Smaller 
Firms  Council  of  the  Confederation  of 
British  Industry,  at  the  invitation  of  the 
Council. 

Deaths 

Chaffey:     Recently,     Mr    Patrick  J. 
Chaffey,  of  Thatch  Cottage,  Manning- 
ford  Bruce,  Pewsey,  Wiltshire.  A  col- 
league from  Lilly  Industries  Ltd,  where 
Mr  Chaffey  worked,  writes:  "Until  his 
retirement  three  years  ago  Pat  had  been 
associated  with  marketing  from  the  early 
days  of  the  company.  Starting  as  a  Lilly 
salesman  in  the  East  London  area  he 
rose  to  be  director  of  marketing,  first  for 
Dista   Products,   and   subsequently   for  ): 
Lilly  Industries.  Those  who  knew  Pat  I 
will  have  memories  of  a  man  with  a  wide 
experience  of  pharmacy  and  marketing;  I 
a  sense  of  humour  and,  above  all,  sin-  I 
cerity  and  a  concern  for  everyone  who 
had  the  privilege  of  working  for  or  with  j 
him." 

Dunn:  On  January  19,  Mr  Alec  John 
Dunn.  MPS,  of  Muirfield  Crescent,  Dun- 
dee, Scotland.  Mr  Dunn  qualified  in 
1927. 

Graham:  Mr  George  Graham,  OBE, 
FPS,  former  chairman  of  the  Central 
NHS  (Chemist  contractors)  Committee 
(C&D  January  26,  pi  17).  Mr  Harry 
Steinman  writes :  I  was  saddened  to  learn 
of  the  death  of  George  Graham  having 
had  the  pleasure  of  his  friendship  for 
so  many  years.  His  outstanding  quality 
was  his  mathematical  brain  which  stood 
him  and  contractors  generally  in  good 
stead  whilst  he  led  the  Central  NHS 
Committee  in  negotiation. 

As  the  vice-chairman  of  the  Joint 
Pricing  Committee  for  England  he  was 
greatly  admired  and  respected  by  both 
the  members  and  the  staff.  His  term  as 
secretary  of  the  Newcastle  and  Northum- 
berland Branch  of  the  Society  should  not 
be  overlooked  either.  He  was  a  modest 
man,  a  loyal  friend  and  a  skilled 
negotiator. 

His  many  years  of  travelling  and  his 
frequent  absences  from  home  were  to 
George  part  of  his  job.  None  but  the 
members  of  his  family  would  realise  the 
amount  of  time  and  interest  he  devoted 
to  the  work  and  the  personal  sacrifices 
he  made  for  the  welfare  of  pharmacy. 

He  will  be  greatly  missed — none  more 
so  than  by  his  own  family,  to  whom  we 
offer  our  condolences  and  good  wishes 
for  the  future. 

Morahan:  On  January  21,  Miss  Kate 
Morahan.  Miss  Morahan  was  the  Lon- 
don West  End  sales  representative  of 
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Natura  Products  Ltd  from  1964  until  her 
retirement  in  1975.  A  company  spokes- 
man says  that  during  her  association  with 
the  company,  "Miss  Morahan  developed 
a  personal  relationship  with  many  major 
store  and  pharmacy  buyers,  and  was  res- 
ponsible for  pioneering  the  launch  in  the 
UK  of  several  now  well  established  pro- 
ducts. Her  great  energy  and  enthusiasm 
will  be  sadly  missed  by  the  many  people 
who  knew  her  and  the  loyalty  she  always 
maintained  will  be  remembered  by  the 
directors  and  staff". 

News  in  brief 

□  The  net  loss  of  pharmacies  in  1979 
is  estimated  to  be  45  and  not  56  as  stated 
in  C&D,  January  19,  p74. 

□  The  Department  of  Trade  and  HM 
Customs  and  Excise  have  published  a 
booklet  regarding  relief  from  Common 
Customs  Tariff  on  scientific  instruments 
and  apparatus  (no  340). 

□  The  Medicines  (Prescription  Only) 
Amendment  Order  1980  (SI  1980,  No  24, 
HM  Stationery  Office,  £0.20)  extends  to 
February  11,  1981,  the  period  during 
which  certain  people  may  administer 
certain  injections  in  the  course  of  their 
business. 

□  A  decimal  point  was  inadvertently 
omitted  from  information  on  Scottish 
prescription  statistics  (C&D,  last  week, 
pll7).  The  average  net  cost  of  prescrip- 
tions dispensed  by  chemists  and  appli- 
ance suppliers  in  Scotland  during  Sep- 
tember 1979  was  £2.55,  not  as  stated. 

□  The  Chloroform  in  Food  Regulations 
1980  (SI  1980,  No  30,  HM  Stationery 
Office,  £0.50),  which  came  into  effect  on 
April  1,  make  it  an  offence  to  sell  or 
import  food  containing  added  chloro- 
form. Stocks  of  food  manufactured 
before  that  date  may  be  sold  until 
April  1,  1980. 

□  The  Pharmaceutical  Society's  Statu- 
tory Committee  is  to  hear  evidence  from 
a  body  corporate  and  its  superintendent 
pharmacist  who  have  been  involved  in 
advertising  and  may  he  guilty  of  miscon- 
duct. The  case  is  one  of  six  to  be  con- 
sidered at  the  Committee's  next  meeting, 
February  11-15,  at  the  Society's  head- 
quarters. 

□  United  Glass  have  published  their 
'metrication  guide"  Packaging  Forum. 
It  covers  glass-packed  products  and  other 
containers  to  which  current  regulations 
apply,  and  gives  guidance  on  factors 
such  as  pack  marking  and  packing 
tolerances.  Copies  are  available  free 
from  usual  UG  sales  contacts  or  United 
Glass  Ltd,  Kingston  Road,  Staines, 
Middlesex  TW8  IAD. 

□  Geigy  Pharmaceuticals  have  donated 
£7,000  to  the  British  Epilepsy  Associa- 
tion. The  money  will  be  used  to  provide 
25,000  packs  containing  information 
about  the  BEA  and  the  services  available 
to  support  children  with  epilepsy.  The 
packs  will  be  circulated  through  the 
schools'  medical  service  this  spring  with  a 
request  that  one  be  handed  to  the  family 
of  any  epileptic  child  as  soon  as  possible 
after  diagnosis. 


TOPICAL  REFLECTIONS 

by  Xrayser 

Action  stations 

I  see  the  PSNC  recommendations  for  direct  action,  reported  last  week 
in  C&D,  as  probably  the  most  depressing  communication  I  have  had  for 
a  long  time.  As  we  thought,  we  are  expected  to  take  the  DHSS  mixture 
"as  before" — a  bit  like  the  army,  where  they  gave  black  draught  for  all 
troops  who  were  considered  to  be  malingerers,  the  theory  being  that  a 
good  clear-out  would  do  no  harm  and  might  discourage  attempts  at 
lead-swinging. 

But  what  happened  to  those  who  were  really  ill?  Without  pustiing  the 
analogy  much  further  I  think  it  might  be  accepted  that  sick  or  sullen 
troops,  driven  rather  than  led,  are  hardly  likely  to  be  co-operative. 
Contractors  are  sick,  sullen,  and  worse  still  are  underpaid.  It  is  hardly 
surprising  therefore  that  we  have  had  to  forage  a  little,  and  have 
managed  to  raid  the  turnip  patch  or  poach  a  pheasant  or  a  hare  with 
increasing  skill,  to  the  point  of  establishing  quite  a  regular  business: 
the  sergeants  have  been  able  to  organise  matters  quite  nicely,  though 
the  odd  private  just  gets  the  scrapings. 

Having  driven  us  to  forage,  the  paymaster  naturally  sees  this  as  a 
justification  for  deducting  from  our  pay  what  he  thinks  we  have 
managed  to  scrounge.  I  am  told  his  estimate  is  5.4  per  cent,  which  is 
what  he  proposes  to  discount  from  our  scripts.  In  my  business  last 
month  I  spent,  in  round  figures,  £600  with  one  wholesaler,  £900  with 
another  (on  "ethicals"  that  is),  receiving  no  discount  at  all,  and 
£2,300  with  a  third  from  whom  I  picked  up  a  discount  of  £110— £3,800 
spent,  £110  given  back.  Only  a  government  statistician  could  make 
that  5.4  per  cent.  The  PSNC  have  no  choice  but  to  refuse  a  deal 
incorporating  so  grotesque  a  distortion. 

But  that  is  not  all.  The  DHSS  has  refused  outright  to  consider  the 
revision  of  the  price-change  timetable,  even  though  we  can  prove 
that  it  is  a  pure  rip-off  when  a  big  price  rise  hits  a  fast-turnover  line. 
(Incidentally,  my  estimate  last  week  of  the  loss  to  us  of  the  December 
rises  was  misprinted  as  £75,000 — it  should  have  read  £750,000,  or  £75 
for  each  contractor!).  It  is  worth  pointing  out  that  at  best  we  are  only 
likely  to  gain  an  extra  profit  on  one  bottle  of  any  slow-moving  script 
item,  since  we  would  normally  replace  such  stock  one  for  one, 
whereas  fast  lines  may  have  to  be  bought  by  the  dozen.  I'm  sure  the 
government  view  of  our  long-term  gain  would  not  stand  scrutiny. 

Final  humiliation 

Lastly  there  is  the  refusal  to  give  us  an  independent  Review  Body. 
And  so  we  are  forced  into  the  situation  we  hoped  to  avoid — that  of 
putting  out  a  ballot  to  test  the  strength  of  our  resolve  to  get  a  fairer 
deal.  Simple  enough  to  do,  but  be  aware,  there  are  some  fat  cats 
among  us  who  can't  see  any  reason  to  upset  their  cream  bowl  so  that 
other  cats  can  get  some  milk.  The  fact  that  in  the  long  run  the  future 
of  retail  pharmacy  may  be  more  secure  will  cut  no  ice  unless  they  can 
be  persuaded  that  they  owe  what  they  have  to  the  efforts  of  other 
pharmacists,  who  now  need  their  help.  We  are  to  be  asked  for  our 
undated  resignations  from  the  NHS  contract,  and  to  take  part  in 
one-day  withdrawal  of  services  (subject  to  our  providing  an 
emergency  service)  and  withdrawal  of  rota. 

As  I  write,  the  LPC  meeting  is  ahead.  I  have  seen  the  list,  a  yard 
long,  of  resolutions  on  all  sorts  of  good  things  we  should  have,  many 
of  them  already  PSNC  policy  anyway — but  none  of  them  other  than 
wistful  dreams  unless  we  are  ready  to  give  our  negotiating  body,  and 
its  negotiators,  our  full  support  and  trust.  If,  of  course,  you  want  to 
continue  the  ritualised  play-acting  entailed  in  all  these  conferences, 
as  a  means  of  indulging  our  would-be  orators  with  a  place  to  talk  and 
"make  a  name  for  themselves"  you  are  welcome  to  get  on  with  it. 
But  to  me,  the  only  thing  which  needs  discussion  there  is  the 
Government's  reaction  to  the  panel  report  and  how  we  can  best 
organise  ourselves  to  make  sure  that  we  get  a  fair  deal.  And  as  you 
read  this  you  will  know  what  happened. 
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COUNTERPOINTS 


Gillette  test  launch  of 
Day  by  Day  moisturiser 

Gillette  are  to  test  a  new  moisturiser  in 
the  Harlech  and  Westward  television 
regions  (see  Beauty  Business  pi 5).  Day 
by  Day  (125ml,  £1.49)  is  being  launched 
by  their  new  personal  care  division,  an 
independent  marketing  unit  established 
at  the  end  of  1979. 

Described  as  a  gentle,  non-greasy,  oil- 
in-water  emulsion  with  a  light  texture, 
Day  by  Day  is  said  to  incorporate  a 
moisture  screen  which  acts  as  a  residual 
film  on  the  Skin  to  inhibit  moisture  loss. 
This  moisture  screen,  say  Gillette,  helps 
protect  the  skin  against  the  harmful 
drying  effects  of  the  sun,  wind,  rain  and 
city  environment.  Day  by  Day,  they  say, 
is  designed  to  appeal  as  a  twice-a-day 
product  for  the  woman  who  wants 
effective  moisturising  protection  at  a 
reasonable  price. 

The  test  launch  will  comprise  a 
£200,000  Press  and  television  spend  sup- 
ported by  a  door-to-door  sampling  opera- 
tion worth  £45,000. 

Displayed  in  a  merchandiser  of  12,  the 
simple  grey,  white  and  pink  bottles  are 
designed  to  combine  a  modern  yet 
feminine  approach  with  appeal  to  all 
ages. 

Results  of  the  test  launch  will  be  the 
deciding  factor  for  the  launch  of  a  com- 
plete range  of  skin  care  products  to 
complement  the  moisturiser.  Gillette  UK 
Ltd,  Great  West  Road,  Isleworth, 
Middlesex. 


Balance  slimming 
aid  on  trial 

Balance,  a  new  slimming  aid,  is  to  be 
test  launched  by  Thompson  Medical  Co 
Ltd.  Containing  10  meal  replacements  in 
sachets  and  packed  in  outers  containing 
12  packs  (£3.30),  chocolate  flavoured 
Balance  is  described  as  a  nutritionally 
complete  liquid  meal  replacement  with 
only  198  calories  when  mixed  with  milk. 

The  company  estimates  that  slimming 
sales  in  the  UK  grew  by  nearly  37  per 
cent  in  1979  and  believe  Balance  will 
further  expand  the  market. 

A  television  campaign  will  be  launched 
on  February  18  in  the  Trident,  Granada 
and  ATV  regions  for  two  months  with  a 
further  burst  in  June.  Thompson  Med- 
ical Co  Ltd,  Cunard  Road,  London 
NW10  6PN. 

Twelve  rose  waters 

Cosmetique  Vigdor  Ltd  have  introduced 
glycerin  and  rose  water  (140ml,  £0.45) 
available  in  packs  of  one  dozen.  Cos- 
metique Vigdor  Ltd,  Abbey  Works 
Estate,  Beresford  Avenue,  Wembley, 
Middlesex. 
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Three-in-one  sun 
preparation 

Concept  Pharmaceuticals  believe  Sun-by- 
Sun  (100g,  £2.95)  will  take  the  confusion 
out  of  choosing  a  suntan  preparation. 
The  company  says  Sun-by-Sun  contains 
the  complete  range  of  sun  tan  prepara- 
tions in  one  tube  which  can  be  program- 
med to  suit  any  skin  type  at  the  twist 
of  a  dial.  Combination  one  is  said  to 
give  a  high  protection  cream  with  a 
slight  tanning  accelerator  for  fair  skins; 
combination  two  is  a  mixture  of  sun- 
screen and  tan  accelerator  for  normal 
tanning,  and  combination  three  for  maxi- 
mum tanning.  Described  as  a  rich,  non- 
greasy,  moisturising  cream  Sun-by-Sun  is 
said  to  protect  the  skin  against  the  dry- 
ing effects  of  the  sun,  wind  and  sea. 
Concept  Pharmaceuticals  Ltd,  Russell 
House,  59  High  Street,  Rickmansworth 
WD3  1EZ. 

Ribena  cartoon 

Ribena  are  featuring  the  "health  bank 
manager,"  an  animated  cartoon  black- 
currant, in  a  national  television  advertis- 
ing campaign.  Two  animated  cartoon 
commercials  will  run  from  the  beginning 
of  February  until  March  24.  Beecham 
Foods,  Beecham  House,  Great  West 
Road,  Brentford,  Middlesex. 

Lancome  launch 

Lancome  are  to  launch  a  new  range  of 
fashion  eye  shadows,  which  will  be  on 
counter  from  April.  Douceurs  de  Lan- 
come (£2.85)  comprise  bleu  lumiere, 
rose  franc,  vert  intense,  champagne  d'or, 
fusain,  muscat,  pepin  d'or  and  nacre. 
Lancome  (England)  Ltd,  14  Grosvenor 
Street,  London  W1X  0AD. 


February  promotions 
from  Numark 

The  February  Numark  promotions  are  as 
follows:  — Carnation  Slender;  Vosene 
shampoo,  large;  Gillette  foamy,  200g  and 
lemon  and  lime;  Macleans  toothpaste, 
standard,  large,  economy  and  giant  sizes; 
Kotex  Simplicity,  l/10s,  2/10s,  l/20sand 
2/20s;  Tampax  regular  and  super  10s, 
super  plus  10s,  slender  10s,  regular  and 
super  40s,  super  plus  and  slender  40s; 
Mum  Rollette  roll-on  28ml  and  refill; 
Harmony  hair  spray,  120g  and  180g; 
Slimgard  450g;  Bic  disposable  razors  5s; 
Dettol  500ml;  Johnson's  baby  lotion 
120ml,  205ml  and  285ml;  Ribena  large, 
standard  and  economy;  Lucozade  25oz; 
Head  &  Shoulders  shampoo  150g,  300g, 
lOOg  and  lOOg  cream  tube;  Elastoplast 
fabric  and  Airstrip,  handy  and  large  sizes. 

Optional  extras  on  this  promotion  are: 
Aspro  Clear,  Kwells,  Aspro  regular, 
Mentholyptus  cough  tablets,  Germolene 
tin  and  tube,  Germolene  New  Skin, 
Macleans  indigestion  tablets,  Angiers 
junior  aspirin  and  Johnson's  dental  floss 
waxed  and  unwaxed.  Independent  Chem- 
ists Marketing  Ltd,  51  Boreham  Road, 
Warminster,  Wiltshire  BA12  9JU. 

Playtex  tampons 

Playtex  (UK)  are  launching  a  range  of 
tampons.  Tampons  are  believed  to 
account  for  40  per  cent  of  the  British 
sanitary  protection  market  which  is 
worth  an  estimated  £58m.  In  America 
Playtex  claim  to  have  achieved  a  31  per 
cent  share  of  the  market. 

Available  in  March,  the  tampons  will 
be  backed  by  media  advertising  of 
£1  million  in  the  first  year.  The  spend 
will  concentrate  on  advertisements  in 
women's  magazines  throughout  the  year 
and  a  two-month  burst  on  television  be- 
ginning in  April.  Playtex  (UK)  Ltd, 
London  Road,  Colnbrook,  Slough,  Berks. 

ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire;  Y — 
Yorkshire,  Sc— Scotland;  WW— Wales  and  West; 
So — South;  NE— North-east;  A — Anglia;  U— Ulster; 
We — Westward,  B — Border;  G — Grampian; 
E — Eireann,  CI — Channel  Island. 

Alka-seltzer:  All  areas 
Atrixo:  All  areas 

Buttercup:  M,  Lc,  Y,  Sc,  WW,  NE,  B 
Clairol  Clarisse:  All  areas 
Clearasil  Clearguard  cream:  All  areas 
Crest:  L,  M,  Sc,  WW,  A,  U,  We,  G,  CI 
Farley's  rusks:  All  except  E,  CI 
Galloways:  L,  S,  A 
Oil  of  Ulay:  L 

Owbridges  Cold  Control:  All  areas 
Signal  toothpaste:  All  areas 
SR  toothpaste:  All  areas 
Vespre:  All  except  A 
Wondra:  Y,  NE 
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How  does  one 
keep  pace 

with 
inflation? 


fat  J^tlAM       How  can  anybody  cope  with 

■  ■  m  I  ^^Km    constant  price  changes  demanding 
JU)^^  WW         the  '^belling  of  whole  ranges  of 

products  at  a  moment's  notice?  < 
Nor  may  have  the  answer.  A  range  of  high-speed  machines 
able  to  hand  print  up  to  100  labels/minute,  boldly  and 
legibly.  Three  sizes  of  label  in  ten  standard  colours, 
pre-printed  to  order.  And  backed  by  the  best  service 

network  in  the  business. 
With  more  machines  in  the  UK  than  the  rest  put  together, 
Nor  are  Britain's  most  experienced  labelling  people. 
If  you've  a  problem  keeping  pace  with  inflation,  let  us  help. 

As  only  Nor  know  how. 


Please  send  me  details  of  Nor  labelling  systems 
and  technical  advisory  service. 

  Name  


Position 


O 


Company. 


CD2/79 


NOR  SYSTEMS  LIMITED  Address 


A  MEMBER  OF  THE 


GROUP 


R.  P.  Dept.  Freepost  HW4  Harwich  Essex  C012  4RR  England  Telephone  02555  3131    Telex  98156 
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UNTERPOINTS 

Vichy  introduce  'simplified' 
range  of  sun  preps 


Simplicity  is  the  Vichy  answer  to  prob- 
lems arising  from  an  abundance  of  sun 
preparations.  Their  new  sun  care  range 
consists  of  only  five  products. 

The  company  believes  that  since  the 
difference  between  filter  numbers  is  so 
small  they  can  meet  the  needs  of  90  per 
cent  of  the  population  by  offering  a 
simple  choice  between  the  highest  factor 
(six)  and  the  lowest  (three). 

For  protection  of  skin  which  is  normal 
or  slightly  sensitive  to  the  sun,  or  skin 
already  accustomed  to  the  sui>  there  is 
Vichy  sun  tan  milk  and  cream  (£2.50), 
both  factor  three. 

For  extra  proteotion  of  very  sensitive 
skin  or  for  use  in  intense  sunlight  there 
is  both  suntan  milk  and  cream  (£3.00), 
rated  factor  six.  An  after-sun  lotion 
(£2.50)  is  available  for  use  after  sun- 
bathing (see  Beauty  Business  p3). 

Vichy  sun  tan  milks  are  said  to  be 
ideal  for  large  areas  of  the  body  such  as 
the  back  and  limbs,  and  the  creams  for 
the  more  delicate  areas. 

Available  from  March,  the  range 
comes  in  beige  packaging  with  orange 


and  brown  design.  For  POS  display  a 
wicker  basket  with  header  board  cap- 
tures a  summery  feeling. 

Vichy  are  also  introducing  a  tinted 
Equalia  (31g,  £3.25).  A  water-in-oil  emul- 
sion, tinted  Equalia  is  available  in  a 
metal  lined  plastic  tube  with  standardised 
packaging  of  a  blue  design  on  a  beige 
background.  Vichy  UK  Ltd,  Ashville 
Trading  Estate,  Nuffield  Way,  Abingdon, 
Oxon  OX  14  IT  J. 


New  trading  terms 
from  Fisons 

Fisons  Pharmaceutical  Division  is  chan- 
ging its  trading  terms  to  wholesalers 
and  retailers  from  February  4,  main- 
taining current  volume  discount  rates 
but  relating  them  to  value  of  orders. 

Mr  J.  D.  O'Brien,  the  division's  sales 
and  marketing  director,  says:  "We  have 
decided  it  is  to  everyone's  advantage  to 
go  for  economy  of  scale  and  our  new 
rates  reflect  this  philosophy.  In  this  way 
we  aim  to  support  all  our  customers  and 
continue  to  make  available  the  same 
top  rate  of  volume  discounts  plus  a 
settlement  discount. 

"Basing  the  qualification  for  higher 
levels  of  discounts  solely  on  order  size 
also  recognises  the  increasing  commer- 
cial significance  of  the  independent  mul- 
tiple and  co-operative  groups  and  the 
integrated  wholesaling/retailing  nature  of 
some  of  these  groups.  The  scheme  also 
takes  into  account  the  continuing  rapid 
escalation  of  the  costs  of  order  hand- 
ling and  distribution.  These  have  risen 
much  faster  than  our  prices  during  the 
last  two  or  three  years.  By  offering  all 
customers,  at  whatever  level  they  trade, 
incentives  to  place  larger  orders  we  are 
encouraging  more  efficient  and  more  eco- 
nomic   distribution    of   our  products." 

Volume  discount  level  is: 

7.5  per  cent  on  orders  of  £110-£330, 
8.5  per  cent  on  £331-£1,100,  10.0  per 
cent  on  £1,101-£1,650,  11.5  per  cent  on 


£l,651-£2,200,  12.5  per  cent  on  £2,201 
upwards.  There  is  an  additional  settle- 
ment discount  of  2.5  per  cent  for  pay- 
ment by  the  25th  day  of  the  month 
following  the  invoice.  Both  "ethical" 
and  OTC  products  will  be  included  in 
the  qualifying  order.  Fisons  Ltd  phar- 
maceutical division,  Derby  Road,  Lough- 
borough, Leics  LEI  I  0BB. 

PRESCRIPTION 
SPECIALITIES 

SYNFLEX  capsules 

Manufacturer  Syntex  Pharmaceuticals 
Ltd,  St  Ives  House,  Maidenhead,  Berks 
SL6  1RD 

Description  Opaque  orange  hard  gelatin 
capsule  marked  "Syntex",  containing 
naproxen  sodium  275mg 
Indications  Treatment  of  acute  musculo- 
skeletal disorders  such  as  sprains  and 
strains,  fibrositis,  etc;  chronic  pain  in 
musculo-skeletal  disorders  and  periphe- 
ral vascular  disease;  dysmenorrhoea; 
uterine  pain  following  IUCD  insertion; 
pain  following  orthopaedic  surgery;  post- 
operative pain;  post-partum  pain;  rheu- 
matoid arthritis,  osteoarthrosis,  ankylos- 
ing spondylitis  and  acute  gout 
Contraindications  Active  peptic  ulcera- 
tion 

Dosage  Adults:  Bursitis,  tendinitis  and 
musculo-skeletal  disorders — 550mg  at 
once  then  275mg  three  or  four  times 


daily,  mostly  for  seven  days  but  some 
patients  may  require  up  to  14  days  treat- 
ment. Dysmenorrhoea  and  chronic  pain 
— 550mg  initially — then  275mg  three  or 
four  times  daily.  Post-operative  and 
orthopaedic  pain — 550mg  initially  then 
275mg  three  to  five  times  daily,  maxi- 
mum daily  dose  after  first  day  of  5 
capsules.  Post-partum  pain — single  dose 
of  550mg.  Rheumatoid  arthritis,  osteo- 
arthrosis and  ankylosing  spondylitis — 
maintenance  usually  550mg  daily  as  two 
doses  ie  one  capsule  with  morning  meal 
and  another  about  12  hours  later;  dose 
may  be  adjusted  within  the  range  550- 
HOOmg  daily,  maintaining  12-hourly 
administration.  Initial  dose  of  825mg  or 
HOOmg  daily  for  the  acute  phase  is 
recommended  in  patients  with  severe 
night-time  pain  and/or  morning  stiffness, 
patients  being  transferred  from  a  high 
dose  of  another  anti-rheumatic,  and/or 
osteoarthrosis  where  pain  is  the  main 
symptom.  Patients  on  825mg  daily  should 
take  two  capsules  at  bedtime  arid  one  in 
the  morning  if  night-time  pain  and 
morning  stiffness  are  the  most  trouble- 
some; those  in  whom  day-time  pain  is 
most  troublesome  should  take  two  on 
waking  and  one  on  retiring.  Acute 
gout — 825mg  at  once,  then  275mg  every 
eight  hours  until  the  attack  has  passed. 
Children:  llmg  per  kg  daily  has  been 
efficient  in  children  over  five  with 
juvenile  arthritis,  but  Synflex  is  not  re- 
commended for  other  indications  in 
children  under  16. 

Precautions,  etc.  As  for  other  naproxen 
preparations. 

Storage  Protect  from  light  and  moisture. 
Packs  60  capsules  (£6.12  trade) 
Supply  restrictions  Prescription  only. 
Issued  January  1980. 

Tetralysal  colour 

Montedison  Pharmaceuticals  Ltd  point 
out  that  there  are  still  some  red  Tetra- 
lysal capsules  available  in  the  distribu- 
tion chain,  although  they  are  now  being 
manufactured  as  opaque  white  capsules. 
Montedison  Pharmaceuticals  Ltd,  King- 
maker House,  Station  Road,  Barnet, 
Herts  EN5  1NU. 

Baypen  injection 

Bayer  UK  Ltd  are  introducing  Baypen, 
a  semi-synthetic  penicillin  with  broad 
spectrum  activity,  for  use  in  hospitals 
only.  Baypen  is  the  sodium  monohydrate 
salt  of  mezlocillin  and  is  available  for 
parenteral  administration  in  three  units 
— lg  (5,  £12.15  trade),  2g  (5,  £22.10)  and 
5g  (1,  £10.05).  Bayer  UK  Ltd  pharma- 
ceutical division,  Haywards  Heath,  West 
Sussex  RH16  1TP. 
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In  1979,  Bod/form,  the  unique  shaped  towel,  was  the 
most  successful  launch  in  the  highly  competitive  press-on 
sanitary  towel  market.  ; 

in  1980,£oayform  will  be  / 


continuing  this  success,  backed 
up  by  a  major  new  advertising 
campaign  and  promotional 
activity. 

Each  special  Bodyform 
pack  during  January  and 
February  will  contain  a  holiday  bond  foryourcostomer 
worth  £25  towards  a  package  holiday  with  leading  travel 
Agents,  including  Horizon  and  Thomas  Cook's. 

For  further  details  of  this  exciting  promotion  contact 
your  Bowater  *  Scott  Representative  or  Cash  and  Carry 

Bodyform  by  Libresse.The  towel  that's  shaped  to  fit. 

1 2  towels  in  every  pack.  Marketed  and  distributed  by  Bowater* Scott. 


Libresse 


1979s  most 
uccessful  launch 


AIL 


SHAMPOO 


clears  dandruff 
with  regular  use 
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SHAMPOO 


clears  dandruff 
with  regular  use 
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SHAMPOO 


clears  dandruff 
with  regular  use 


for 

ORY  HAIR 


FOR 
NORMAL  HAIR 


FOR 
GREASY  HAIR 
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|How  were  going  to 
build  on  it  in 1980. 


ONCE  THEY  LIKE  IT, 
THEY  COME  BACK. 

Good  value  "special  low  price" 
packs  will  ensure  that  your  new 
users  will  come  back  for  more. 


ALL 
CLEAR 


A  BIG  PACKAGE  OF  PROMOTIONS. 

All  through  1980a  substantial  programme 
of  promotions  will  give  All  Clear  the  footing 
it  needs  to  stand  head  and  shoulders  above 
the  rest. 


SHAMPOO 


.ears  dandruff 
ith  regular  use 


clears  dandruff 
with  regular  use 


dears  dandruff 
with  regular  use 


FOR 
gPASY  HAIR 


WHEN  THEY  TRY  I 
THEY  LIKE  IT. 
Trial  is  the  secret  of 
All  Clear's  success. 
So  a  50  ml  trial  pack 
at  an  amazing  19p 
will  be  getting  you 
new  users  early  in 
the  year. 


£830,000 

TV  ADVERTISING 


SUBSTANTIAL  TV  SUPPORT  ALL  THROUGH  1980. 
£830,000  is  taking  All  Clear's  success  into  the  80s.  Everyone 
will  know  how  it  clears  dandruff  while  also  caring  for  your  hair. 

Elida  Gibbs  «s  The  brands  that  mean  business. 


Trio  of  skin  care  launches 
add  to  Roc  range 


Roc  are  starting  1980  by  introducing 
three  new  skin  care  products  to  their 
hypo-allergenic,  unperfumed  beauty 
range,  which  is  sold  exclusively  through 
chemists.  In  addition  the  full  French 
range  of  loose  and  compact  powders  is 
now  available  in  the  UK. 

Roc  lipscreen  (£1.15)  is  formulated 
for  skiers,  sailors,  "outdoor  types"  or 
anyoae  (both  adults  and  .children)  suf- 
fering from  dry,  cracked  and  sore  lips. 
It  is  said  to  be  invisible,  has  an  emol- 
lient base,  and  contains  a  total  sunscreen 
which  protects  the  lips  against  both  UVA 
and  UVB  rays. 

Roc  vitamin  cream,  a  night  cream 
(£3.90),  is  a  Water-in-oil  emulsion  de- 
sigrjed  for  very  dry  skins,  "It  is  a  re- 
vitalising treatment  containing  sweet  al- 
mond oil  to  soften  the  skin,  vitamin 
A  to  improve  cell  activity  and  vitamin 
B5  to  restore  suppleness  and  condition. 
It  is  perfect  to  counteract  the  drying 
effects  of  winter  winds." 

Roc  hand  lotion  (£2.10)  is  a  light, 
easily-absorbed  emulsion  formulated  to 
improve  the  condition  of  hands  which 
have  become  dry,  sore  and  chapped 
through  frequent  washing  with  harsh 
soaps  or  use  of  detergents.  It  forms  an 
invisible,  non-sticky,  protective  film  on 
the  hands  and  leaves  them  feeling  soft 
and  supple,  say  the  makers.  Laboratoires 
Roc  (UK)  Ltd,  46  Mount  Street,  Lon- 
don W1Y  6EJ. 

'Which?'  reports  on 
swivel-head  razors 

There's  not  a  lot  to  choose  between  the 
swivel-head  razors — Gillette  Contour, 
Wilkinson  Profile  and  Schick  super  11 
plus,  according  to  the  January  issue  of 
Which? 

All  are  picked  as  "best  buys"  for  wet 
shaving,  with  the  remarks  that  users  in 
the  Which?  trial  obtained  closer  shaves 
from  the  Gillette  Contour  than  from  the 
Wilkinson  Profile,  the  Gillette  was  the 
most  expensive  and  the  Schick  hardest 
to  find  in  the  shops.  The  panel  com- 
paring the  Gillette  Contour  with  the 
Schick  super  11  plus  could  not  distin- 
guish between  the  two  for  efficiency  but 
favoured  the  Gillette's  handling  comfort. 
Some  users  found  the  latter  easier  to 
handle  because  its  head  was  narrower. 

"Overall,  we  suggest  you  go  for  the 
razor  you  can  buy  most  cheaply,  but 
that  you  experiment  with  all  three 
brands  of  cartridge  (particularly  if  you 
get  the  Wilkinson  Profile  razor),"  con- 
cludes the  report,  adding  that  it  is  worth- 
while considering  the  Gillette  Gil  and 
Wilkinson   11,   recommended  as  "best 


r 

bit  1 

1  P°ur 

|  les  ma  ins  \ 

buy"  non-swivel  double-blade  cartridge 
razors  in  previous  reports.  Which?  is 
published  by  the  Consumers'  Association. 


Simon  milk 


Simon's  cleansing  and  nourishing  milk 
Lait  aux  "Simples"  Simon  is  now  avail- 
able in  a  trial  size  pack  (85g,  £0.99). 

The  ingredients  and  consistency  of  the 
milk  remain  unchanged.  Creme  Simon 
Ltd,  7  Lauderdale  Parade,  Launderdale 
Road,  London  W9  1LU. 


Television  plans 
for  Slimgard 

A  new  chocolate  flavour  Slimgard  will 
be  introduced  this  month.  A  television 
campaign  worth  £400,000  starts  in  all 
areas  except  Channel  Islands  and  Ulster 
on  February  18  and  will  run  to  the  end 
of  July.  The  campaign  will  be  backed  by 
Press  advertising  worth  £250,000  in 
Woman,  Woman's  Own,  Woman's 
Realm,  Woman's  Weekly,  Woman  and 
Home,  Slimming  and  Successful  Slim- 
ming. 

Unipharm  claim  this  spend  will  make 
Slimgard  the  most  heavily  advertised  diet 
brand  ever.  The  advertising  emphasises 
that  the  product  itself  contains  all  the 
necessary  nutrients;  it  is  made  up  with 
water  instead  of  milk,  making  only  170 
calories  per  serving.  Unipharm  Pharma- 
ceuticals Ltd,  Copseham,  Copsem  Lane, 
Esher,  Surrey. 

For  Mothers  Day 

Lancome  are  introducing  a  Mothers  Day 
presentation  of  O  de  Lancome  42g  spray 
in  a  see-through  box  containing  a  lace- 
trimmed  handkerchief  (£3.25).  The  pack 
will  be  available  from  mid-February  for 
Mothers  day  on  March  16. 

Also  from  Lancome  is  Cannelle,  a  new 
shade  to  their  Bienfait  du  Matin  range 
of  protective  day  creams.  In  formulae  for 
both  dry  and  sensitive,  and  normal  and 
oily  skins,  Cannelle  (50ml,  £4.35)  is 
described  as  the  perfect  tint  for  typical 
English  complexions,  a  warm  pinky 
beige.  Lancome  (England)  Ltd,  14 
Grosvenor  Street,  London  W1X  0AD. 


Mr  J.  L.  Huxley,  of  W.  A.  Stroyde  Ltd,  Willenhall,  West  Midlands,  won  the  Johnson's 
baby  cream  "Silver  treasure  trail"  competition,  his  prize  a  luxury  weekend  for  two  in 
Jersey,  plus  a  choice  of  £500-worth  of  silver.  He  is  seen  here  receiving  a 
silver  gallion  tray— from  Mr  Simon  Mallalieu,  product  manager,  J  &  J  baby 
product  division.  Also  pictured  is  Mr  Les  Nicholas,  a  J  &  J  sales  representative 
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Snuggling  the  nations' babies 

is  big  business! 
t0%  of  which  belongs  to  chemists! 

*  The  current  disposable  market  is  worth  over  £18  million  at  RSP  and  is 
growing  at  over  40%  per  annum. 

*  Curity  Snugglers  is  already  the  60%  brand  leader  and  the  fastest  growing 
brand  of  all. 

*  Take  advantage  of  Snugglers  relaunch  by: 

1.  Giving  them  at  least  60%  of  your  facings. 

2.  Displaying  them  prominently. 

3.  Stocking  all  4  sizes.  Even  Snugglers  smallest  selling  size  has  a  higher 
sterling  turnover  than  the  whole  of  the  second  largest  disposable 
brand  in  stocking  chemists. 

4.  Cashing  in  on  the  profits. 


I 


Y 


In  1980,  the  chemists  of  Vichy  will  continue  to  build  upon  the  special  business 
relationship  they  have  with  the  chemists  of  Britain. 

The  success  of  Vichy's  chemist  only1  policy  can  be  seen  throughout  Europe, 
where  their  name  already  commands  a  substantial  part  of  the  market. 
Vichy  are  now  offering  an  exclusive  and 
regular  commercial  service  tailored  to  the  require 
ments  of  the  individual  chemist;  the  aim  is  to 
offer  the  chemist  maximum  profits. 

To  help  build  awareness  of  the  Vichy 
name,  a  re-design  of  all  packaging  is  currently 
underway. 

To  complement  the  new  packaging  you  will 
be  receiving,  free,  a  new  range  of  light,  perspex 
display  units.  As  well  as  being  extremely 
compact  (15  "wide,  13%"  deep,  22"  high),  these 
units  are  capable  of  featuring  all  Vichy  products. 
Of  course,  awareness  of  the  Vichy  name 
will  also  continue  to  grow  through  advert- 
ising and  promotion. 

Full-page,  full  colour  Vichy  advertisements  will  be  appearing 
every  month  from  March  onwards  in  top  women's  magazines 
such  as  Cosmopolitan,  She  and  Over  21:  a  constant  reminder  to 
women  of  the  benefits  of  Vichy. 

Promotions  (trial  sizes  and  special  offers,  for  example),  will  take 
place  at  regular  intervals  throughout  the  year. 

Vichy  also  plan  advertising  launches  of  several  important  new 
products,  all  re-affirming  their  dedication  to,  and  excellence  in, 
skin  care. 

Could  it  be  that  we  will  both  look  back  on  1980  as  the  year  of  the 
chemist? 


From  one  chemist 


5% 


to  another. 


3  VTCHYsKINCARE 

At  your  chemist. 


PLEASE  TAKE  NOTE  OF  VICHY'S  NEW  ADDRESS: 
VICHY  (UK)  LTD.,  ASHVILLE  TRADING  ESTATE,  NUFFIELD  WAY,  ABINGDON,  OXON  0X14 1TJ.TEL:  ABINGDON  26747. 


BRAN-SUM'S  T.V. 
CAMPAIGN  STARTS  MARC 
SO  STOCK  UP  NOW 


£300,000 

MARCH-AUGUST. 


NEW  TV  ADVERTISING  TO  BOOST  SALES 

Consumer  sales  figures  have  shown  us  just  how 
responsive  Bran  Slim  is  to  TV  advertising -we' 11  reach 
over  80%  of  slimmers,  starting  in  March  for  six  months 
with  a  NEW  and  more  motivating  commercial. 

So  stock-up  early  and  don't  get  caught  short 
when  the  product  really  starts  to  move. 

NEW  FLAVOUR  FOR  EXTRA  PROFIT 

Slimmers  prefer  a  taste  variety  in  their  slimming 
aids.  So  we've  extended  and  improved  the  range  of  Bran  Slim  to  include  a  chocolate 
flavour  which  if  well  displayed  will  mean  even  bigger  sales  for  you  this  year. 


BRAN  TABLETS 


BRANTA^1 


ECONOMY  PACKS  FOR 
EXTRA  PROFIT 

We  now  offer  Bran  Slim  in  two 
extra  value  packs.  They  represent  a 
saving  for  your  customers  and  extra 
profit  for  you,  so  contact  your  whole- 
saler today  for  our  special  introductory 
offer  and  make  room  on    f7~  « 
your  shelves  for  these 'nat-  j  «iS?ESSS 
uraf  proven  profit  makers.  I 


FREE  DISPLAY  UNITS  FOR  EXTRA  PROFIT 

On  the  'Deal  36'  (which  is  a  pack  of  36  with  a  free  display  unit) 
sales  have  increased  up  to  five  fold.  On  the  'Deal  54'  (which  is  a 
display  of  54  pre-packed  in  free  floor-standing  unit)  sales  have 
increased  up  to  ten  fold.  Get  in  touch  with  your  wholesaler  for  details. 

SPECIAL  INTRODUCTORY  OFFER 

12  Economy  packs  for  the  price  of  11  (an  8*3%  discount). 
Available  for  a  limited  period  only. 

Thompson  Medical  Company  Limited,  P.O.  Box  365,  London  SW1P  1AA. 
For  further  information  call  Moray  Hicks  or  Sarah  Bennet 
(reverse  charge)  on  01-235  981 1. 


the 


Time  to  give  pharmacists 
wider  scope 

by  C.  D.  Ross  MPS 


So  February  1  is  with  us,  and  pharma- 
cists are  now  allowed  to  demonstrate  their 
professionalism  and  expertise  by  their 
handling  of  Murine,  Senokot,  Multivite, 
and  the  other  advanced  drugs  in  the  new 
"pharmacy  medicines  list." 

Of  course,  I  am  not  going  to  criticise 
the  fact  that  they  are  now  exclusive  to 
pharmacy.  I  hope  more  medicines  of  this 
type  are  added  later  by  further  diminu- 
tion of  the  General  Sale  List.  It  is  right 
for  pharmacy  and  right  for  the  public. 

No,  my  reaction  is  that  pharmacists, 
like  Oliver,  are  expected  to  say  thank  you 
very  much  for  allowing  us  to  sell  these 
medicines.  But  if  we  should  ask  for  more 
in  the  way  of  the  right  to  sell — and,  my 
goodness,  the  right  to  advise  on  medicines 
which  are  actually  innovations  of  the  last 
thirty  years — the  rattle  of  the  establish- 
ment drawbridge  being  raised  to  prevent 
us  gaining  access  to  "Fort  Pom"  will  be 
immediately  heard. 

More  products  needed 

Yet  my  case  is  that  we  should  indeed 
have  a  fresh  look  at  the  list  of  medicines 
which  can  be  sold  by  the  pharmacist,  with 
an  eye  to  adding  suitable  preparations 
presently  in  the  Part  III  regulations  as 
prescription-only  medicines.  Many  of 
these,  whilst  I  believe  they  should  be  on 
sale  by  pharmacists,  have  a  degree  of 
potency  beyond  the  relatively  mild  drugs 
of  the  GSL  and  a  new  degree  of  pharma- 
ceutical responsibility  will  be  called  for.  I 
have  enough  faith  in  pharmacists  to  be- 
lieve that  they  will  not  be  found  lacking 
and  indeed  will  rise  to  the  opportunity. 

In  considering  these  additions,  the  fact 
of  whether  it  might  be  advisable  to  stipu- 
late certain  limitations  of  dose,  quantity 
or  product  type  can  be  considered  later, 
but  first  let  me  say  why  I  think  that  such 
an  extended  list  is  timely, 
(a)  The  government  is  engaged  in  a 
struggle  to  contain  the  drugs  bill.  This  is 
a  statement  only  too  obvious  to  retail 
pharmacists  still  seeking  adequate  NHS 
remuneration.  Successive  Secretaries  of 
State  seem  to  have  taken  Shakespeare's 
line  in  "Love's  Labour  Lost",  saying  to 
us:  —  "Remuneration!  O!  That's  the 
latin  word  for  three  farthings".  Various 
other  means  of  reducing  the  cost  of  the 
NHS  drugs  bill  are  being  considered. 

The  two  increases  in  prescription 
charges  are  possibly  just  the  first  shots  in 
their  locker.  Mr  Biffen  has  talked  about 
further  increases  with  a  reduction  in  the 
exemptions.  That  they  have  been  engaged 
in  "insurance  scheme"  expenses  was  con- 
firmed by  the  statement  (C&D  December 
22,  1979)  that  "it  is  the  long  term  view  of 
Patrick  Jenkin  to  finance  the  Health  Ser- 
vice from  State  insurance  funds  rather 
than  taxation".  I  should  be  surprised  if 
private  insurance  is  not  also  under  review. 


All  this  tends  to  the  view  that  a  new 
emphasis  will  be  placed  on  the  private 
sector.  I  have  myself  noticed  in  my  shop 
a  recent  increase  in  the  number  of  pri- 
vate prescriptions.  When  the  NHS  charge 
becomes  70p  these  will'be  a  more  obvious 
alternative,  and  so  will  self-medication. 
The  use  of  the  retail  pharmacist  for  prim- 
ary health  care  will  be  an  opportunity  we 
must  not  shirk  and  we  shall  have  the 
blessing  of  the  Government. 

(b)  In  spite  of  the  new  regulations  from 
February  1,  there  are  still  relatively  few 
medicines  sold  by  pharmacists  which  can- 
not be  sold  by  drug  stores  or  super- 
markets in  some  form. 

(c)  Given  today's  highly-trained  pharma- 
cist, and  the  example  of  our  European 
colleagues'  ability  to  provide  more  effec- 
tive medication,  responsibility  for  us  to 
make  available  better  treatments  is  desir- 
able for  professional  satisfaction. 

(d)  The  drug  industry  now  recognises 
that  it  has  perhaps  neglected  the  OTC 
side  of  medicines.  With  present  concerns 
in  NHS  sector,  the  industry  must  con- 
sider helping  us  to  sell  rather  than  simply 
supply  its  products.  One  reason  that 
"ethicals"  houses  have  not  been  too  inter- 
ested lies  in  their  recognition  that  the 
drugs  which  pharmacists  are  allowed  to 
sell  are  basically  old  ones. 

"Celsus,"  an  industrial  pharmacist,  says 
in  the  PJ  of  January  19,  that  "release 
of  more  effective  medicaments  to  reach 
the  public  by  the  counter-prescribing 
route  would  serve  the  interest  of  every- 
body concerned  with  self-medication". 
He  also  quotes  a  doctor  as  saying:  "We 
have  in  this  country  a  great  resource  of 
highly-qualified  pharmacists  who  spend 
their  days  selling  cosmetics.  Is  our 
National  Health  Service  so  well  off  that 
we  can  afford  to  throw  away  such 
resources?". 

(e)  The  increasingly  evident  wish  of  the 
public  to  spend  on  their  health,  as  shown 
by  the  high  sales  of  health-food  type 
medicines,  and  the  more  advertised — and 
therefore  costly — cold  treatments. 

Now,  if  we  examine  the  arguments  for 
and  against  allowing  the  pharmacist  to 
sell  more  sophisticated  medicines,  they  in- 
clude these:  — 

For:  A  greater  sense  of  responsibility  by 
the  pharmacist  which  will  be  noted  by  the 
public,  giving  a  better  standing  to  the  pro- 
fession and  a  greater  separation  in  the 
public's  mind  from  drug  stores. 

There  would  be  the  satisfaction  of 
bringing  worthwhile  relief  from  pain 
and  distress  to  the  patient,  and  finally  in- 
creased sales  to  make  up  for  the  drop  in 
prescription  numbers  as  the  effect  of  in- 
creased NHS  charges  bite. 
Against:  There  is  a  fear  of  offending  doc- 
tors' interests — of  our  becoming  "pseudo 
doctors".  I  believe,  however,  that  most 


Mr  C.  D  Ross 


GPs  would  prefer  us  to  enlarge  our  role 
of  dealing  with  the  trivial  complaints 
which  are  symptom-cured.  Then  there  is 
the  concern  over  the  minority  of  the  pro- 
fession of  whom  it  is  said  that  greed 
would  be  allowed  to  dictate  their  phar- 
maceutical judgment.  Should  the  profes- 
sion as  a  whole  be  held  back  for  that 
minority?  In  any  case,  I  have  every  con- 
fidence in  the  Society's  inspectorate  to 
guard  against  excess. 

For  all  reasonably  potent  drugs  I  would 
ban  everything  but  "in  store"  advertising. 
We  are  lucky  that  the  NHS  rules  ban 
advertisements  on  "ethical"  medicines 
and  the  drug  companies  who  already  sup- 
ply counter  packs  of  "ethicals"  do 
observe  strict  standards.  Given  a  lead,  the 
industry  would  be  encouraged  to  produce 
proper  patient  packs,  complete  with 
leaflets.  Dosage  problems  would  be  few. 

Which  are  the  drugs  I  am  talking 
about?  Even  restricting  ourselves  to  the 
treatment  of  symptoms,  a  good  case  can 
be  made  for  some  relaxation  of  restric- 
tions on  diphenoxylate,  anti-fungal  pre- 
parations (oral  and  external),  vasodila- 
tors,  and   metoclopramide  (Maxolon). 

Interestingly,  the  case  had  been  made 
for  me  in  the  matter  of  diluted  prepara- 
tions of  hydrocortisone  for  external  use 
by  an  expert  advisory  committee  appoin- 
ted by  the  US  Food  and  Drug  Adminis- 
tration. This  body  stated  that  it  believed 
that  such  preparations  should  be  avail- 
able without  prescription,  given  suitable 
labelling. 

A  stronger  pain-killer  and  steroidal 
treatments  for  haemorroids  are  other 
items  for  consideration.  Pharmacists  will 
think  of  other  examples.  I  have  not  been 
wild  in  my  suggestions;  most  of  the 
medicines  I  have  proposed  are  available 
for  sale  in  the  rest  of  Europe. 

Concluded  on  p!73 
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Your  Bank 
Manager 

would  like 
you  to 
start 
piercing 
ears! 


Would  you  believe  some  chemists  are 
taking  over  £100  per  week  Ear  Piercing? 

With  an  initial  outlay  of  about  £60  and  a  profit  mark-up  of  about  200%  you  can 
see  why  it  makes  Bank  Managers  very  happy.  In  England  alone  there  are  now 
over  500  chemists  in  the  happy  position  of  making  substantial  money  from  Ear 

Piercing.  If  you  would  like  to  find  out  more,  simply  pick  up  the  'phone,  or  send  in 
the  coupon  and  we  will  be  happy  to  provide  all  the  information  you  need. 


Please  send  me  the  Inverness  brochure 

Please  ask  a  representative  to  telephone  me  to  arrange  a 
No  Obligation  demonstration 


Name 


□ 
□ 


Address 


Telephone  No 


Automatic  Ear  Piercing 

LOUIS  MARCEL  LIMITED 

12  Bexley  Street,  Windsor,  Berks.  Tel.  Windsor  51336 
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PROFESSIONAL  NEWS 


Pharmaceutical  Society  of  Northern  Ireland 


Members'  retention  fee 
goes  up  to  £35 


The  January  meeting  of  the  Council  of 
the  Pharmaceutical  Society  of  Northern 
Ireland  adopted  a  recommendation  from 
the  finance  committee  that  the  retention 
fee  for  members  be  increased  in  1980-81 
to  £35  and  for  those  residing  outside 
Northern  Ireland,  or  over  65  years  of 
age,  to  £12. 

Presenting  the  report,  Mr  G.  E.  Mc- 
Ilhagger  said  the  committee  was  reluct- 
ant to  recommend  the  increase  but  had 
no  alternative.  At  the  present  rate  of 
inflation  the  income  for  the  present  year 
would  just  about  meet  expenses  but  his 
committee  had  to  look  ahead  and  the 
present  amount  of  the  retention  fee 
would  certainly  not  yield  sufficient  in- 
come next  year.  The  committee  had 
considered  the  possibility  of  a  smaller 
increase  for  next  year  followed  by  an- 
other a  year  later.  As  any  increase  re- 
quired the  making  of  a  statutory  rule 
by  the  Council,  and  such  a  procedure 
could  take  a  considerable  time,  the  com- 
mittee decided  to  recommend  an  increase 
which  would  suffice  for  several  years. 

The  president  said  the  members  were 
pleased  to  learn  that  Dr  N.  C.  Cooper, 
chief  pharmacist,  Department  of  Health 
and  Social  Services,  had  received  the 
OBE  in  the  New  Year  honours  list; 
the  secretary  was  instructed  to  convey 
to  Dr  Cooper  the  Council's  congratula- 
tions and  good  wishes. 

A  letter  was  read  stating  that  the  De- 
partment of  Health  had  approved  the 
appointment  of  Mrs  Muriel  Singleton, 
BSc,  MPS,  to  conduct  examinations  in 
pharmaceutical  legislation  for  the  year 
ending  December  31,  1980. 

Agrochemicals  supply 

The  secreta-ry  read  a  letter  from  the 
British  Agrochemical  Supply  Industry 
Scheme  Registration  Board  with  which 
was  enclosed  a  copy  of  the  agreement 
entered  into  by  the  Board  with  the 
Pharmaceutical  Society  of  Great  Britain. 
The  Council  decided  to  enter  into  a 
similar  agreement  with  the  Registration 
Board.  Under  this  agreement  registered 
pharmacies  in  Northern  Ireland  would 
be  exempt  from  BASIS  registration  if 
the  owner  wished,  but  pharmacists  sell- 
ing agrochemicals  must  adopt  a  stand- 
ard not  less  than  that  imposed  by  BASIS. 

A  pharmacist  not  currently  listed  with 
the  Society  could  obtain  supplies  of 
agrochemicals  if  he  undertook  to  apply 
for  supplementary  listing  within  a  period 
of  one  month.  The  secretary  said  it 
would  be  necessary  to  write  to  each 
pharmacy  and  then  make  out  a  list  of 
all  registered  pharmacies  in  respect  of 
which  exemption  from  registration  was 
being  claimed. 
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It  was  agreed  to  make  a  donation  of 
£50  towards  the  cost  of  a  symposium 
entitled  "Drugs  in  the  elderly"  which 
the  Society  of  Pharmacy  Students  pro- 
posed to  organise  on  February  27,  in 
the  medical  biology  centre,  Lisburn 
Road,  Belfast. 

A  letter  from  the  Department  of 
Health  was  read  inviting  the  Council 
to  nominate  members  to  fill  the  vacan- 
cies on  the  Central  Pharmaceutical  Ad- 
visory Committee.  Five  members.  Miss 
M.  J.  Watson,  and  Messrs  J.  Chambers, 
D.  A.  Giles,  J.  W.  A.  Shinner  and  Dr 
T.  R.  Lowther  would  retire  on  March 
31,  1980.  It  was  agreed  to  refer  the 
matter  to  the  appropriate  committee. 

Presenting  the  report  from  the  Edu- 
cation Committee  (which  was  adopted). 
Mrs  O'Rourke  said  the  committee  had 
considered  the  C.  W.  Young  Scholar- 
ship Fund  trust  deed  and  was  satisfied 
that  no  commitment  was  needed  to 
permit  the  Council  to  grant  an  award 
to  a  research  student  for  the  purpose 
of  purchasing  essential  equipment  with- 
out which  the  work  could  not  be  con- 
tinued. On  the  question  of  the  number 
of  technicians  a  pharmacist  could  ade- 
quately supervise,  the  committee  wished 
to  have  the  views  of  the  Guild  of  Hos- 
pital Pharmacists  and  the  matter  would 
be  included  on  the  agenda  for  the  next 
joint  meeting.  Consideration  had  also 
been  given  to  the  provision  of  manage- 
ment courses  for  students  and  post- 
graduate training  in  industry. 

Benevolent  Fund  'healthy' 

The  income  and  expenditure  account 
and  balance  sheet  of  the  Northern  Ire- 
land Chemists'  Benevolent  Fund  for  the 
year  ended  December  31,  1979,  was 
received.  Mr  Mcllhagger,  honorary  trea- 
surer, said  that  for  the  first  time  since 
the  Fund  was  established  the  amount 
of  the  interest  on  investments  exceeded 
the  amount  distributed  by  way  of  grants. 
The  total  income  of  £4,566  was  largely 
accounted  for  by  interest  on  investments 
£1.754  and  president's  appeal  £2.682. 
Grants  made  amounted  to  £1,732  and 
there  was  an  excess  of  income  over  ex- 
penditure of  £2.833.  A  number  of  the 
investments  held  would  be  redeemable 
over  the  next  four  years  and  substantial 
capital  gain  would  accrue.  On  the  whole 
the  Fund  was  in  a  healthy  state. 

It  was  reported  that  a  meeting  of  the 
Lurgan.  Portadown  and  Armagh  Dis- 
trict Branch  would  be  held  at  the  Brown- 
low  health  centre  on  February  19  at 
7.45,  for  8  pm.  Dr  Kenneth  F.  Kerr, 
a  former  member  of  the  Society,  would 
speak  on  "The  principles  and  practice  of 
homoeopathic  therapy";  the  meeting  was 


being  sponsored  by  Roche  Products  Ltd. 

A  recent  television  programme  deal- 
ing with  the  storage  of  Controlled  Drugs 
in  pharmacy  was  referred  to  by  Miss 
Watson  who  questioned  the  wisdom  of 
showing  a  Controlled  Drug  cabinet  and 
thereby  indicating  to  those  who  wished 
to  steal  drugs  just  what  to  look  for. 
Mr  Crawford  asked  if  the  secretary  was 
informed  when  a  pharmacy  was  broken 
into  as  the  programme  gave  the  impres- 
sion that  break-ins  were  commonplace. 
The  secretary  said  that  occasionally  a 
pharmacist  would  approach  him  when 
endeavouring  to  contact  a  pharmacy  in- 
spector but  this  happened  infrequently. 
Many  pharmacists  purposely  held  only 
a  small  stock  of  most  Controlled  Drugs. 

Mrs  O'Rourke  drew  attention  to  the 
fact  that  on  the  date  chosen  for  the 
president's  dinner  (March  19,  1980),  a 
trade  display  had  been  arranged  in  a 
Belfast  hotel.  There  seemed  to  be  a  clash 
each  year  and  she  wondered  if  anything 
could  be  done  to  prevent  this  happening. 
The  date  for  the  Society's  function  was 
agreed  some  months  in  advance  and  was 
chosen  to  facilitate  the  majority  of  the 
guests.  The  secretary  said  the  only  thing 
that  could  be  done  was  to  inform  those 
responsible  for  the  trade  display  im- 
mediately the  dinner  date  was  decided. 
He  thought  they  too  probably  had  to 
look  well  ahead. 


Wider  scope  for 
pharmacists 

Concluded  from  p171 

The  emergency  supply  regulations  are 
useful,  but  I  get  the  impression  that  they 
are  not  being  much  used  and  in  any  case 
prior  prescribing  of  the  drug  has  to  have 
been  demonstrated. 

Visitors  to  our  towns  are  often  con- 
demned to  hours  spent  trying  to  obtain  a 
prescription  as  a  temporary  resident  when 
very  often  an  effective  analgesic,  let  us 
say,  could  be  better  sold. 

Retail  pharmacists  are  constantly  called 
upon  to  concentrate  on  their  professional 
role  in  order  to  improve  the  standard  of 
their  calling.  They  are  told  to  leave  the 
sale  of  toiletries  to  other  outlets.  The 
most  effective  way  to  boost  this  would  be 
to  give  him  more  professional  scope  and 
what  I  am  advocating  would  help. 

The  sight  across  the  land  of  thousands 
of  chemist's  assistants  waving  tins  of 
Anadin  to  attract  the  attention  of  their 
professional  boss,  thereby  distracting  him, 
is  unlikely  to  give  the  layman  a  view  of 
the  pharmacy  which  is  anything  but 
faintly  ludicrous.  True  professionalism  is 
measured  by  how  much  it  can  answer  the 
needs  of  the  public. 

To  conclude,  the  present  range  of 
medicines  which  a  pharmacist  may  sell  is 
not  enough  when  regard  is  given  to  the 
present  state  of  medical  knowledge.  One 
may  well  ask  why  we  should  leave  our 
customers  with  pain  or  discomfort,  in 
cases  where  recourse  to  a  doctor  is  not 
really  necessary,  by  denying  them  effec- 
tive rather  than  traditional  medication. 
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Nothing  can 
confuse  your 
customers 
quite  like  an 
aerosol  can. 

Just  think  how  many  of  your  products  are 
in  areosol  cans.  And  the  trouble  is,  they  all  look 
the  same.  So  your  customers,  reasonably  enough, 
want  the  time  and  opportunity  to  read  the  labels 
to  make  sure  they're  buying  the  right  product  for 
their  needs. 

And  that  can  lead  to  the  sort  of  congestion 
in  your  shop  which  will  deter  customers  from 
buying,  or  actually  make  them  look  elsewhere. 
So  you  lose  custom  and  profit. 

What  can  you  do  about  it?  Increase  the 
floor  area?  Increase  the  display  area?  Make  your 
goods  more  accessible?  Or  even  all  three? 

Impossible?  Not  when  you  consider  the 
Showrax  system. 

Showrax  is  part  of  the  Northfleet  Group,  a 
company  whose  unrivalled  expertise  and  up-to- 
date  designs  in  shopfitting  over  the  last  20  years 
have  made  it  the  market  leader.  It's  a  position 
we're  proud  of.  A  position  which  we  reinforce  day 
after  day  by  helping  to  increase  the  profit  of  our 
customers.  And  we  mean  to  keep  that  record. 
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Which  is  why  Showrax  employ  45  specially 
trained  regional  sales  consultants,  always 
available  to  solve  your  specific  problems,  and 
back  them  with  equally  highly  trained  designers, 
production  staff  and  installation  teams. 

It's  also  why  our  Showrax  range  is  being 
continually  updated,  redesigned  and  expanded 
to  meet  modern  retailing  needs.  And  to  make 
sure  you  receive  the  best  products  at  the  lowest 
possible  prices,  everything  from  buying  the  raw 
material  to  final  installation  is  carried  out  within 
the  Northfleet  Group. 

So  not  only  do  we  increase  your  profits,  we 
also  smooth  out  a  few  furrowed  brows  amongst 
your  customers.  Get  the  full  facts.  Contact  Steve 
Lovetton  0474-60671. 


The  \  r-k 
Northfleet^1  *  f 

Group 

SHOWRAX 

TOWER  WORKS  •  GRAVESEND  •  KENT  DAI  1  9BE 


Proposals  to 
reduce  Nl 
district  tier 

The  present  structure  of  one  regional 
authority  and  four  Boards  in  Northern 
Ireland  should  continue,  concludes  a 
recently  published  consultative  paper. 

But  there  should  be  no  intermediate 
management  tier  between  area  head- 
quarters and  local  management  at  unit  or 
sector  level.  In  Northern  Ireland,  area 
executive  teams  act  on  behalf  of  the  four 
Boards  whose  geographical  areas  have 
been  subdivided  into  districts  managed 
by  district  executive  teams. 

The  consultative  paper  suggests  three 
possible  ways  of  revising  management 
arrangements — one  would  reduce  the  dis- 
tricts while  strengthening  sector  manage- 
ment within  them,  another  would  abolish 
the  district  and  base  local  management 
on  sectors  or  units,  the  third  model 
would  use  sector  teams  including  an 
administrator  and  nursing  officer  working 
with  medical  staff  and  reporting  directly 
to  the  area  executive  team.  These  three 
models  are  "merely  illustrative,  not 
definitive  or  exhaustive,"  the  report  says. 

The  aim  is  for  maximum  delegation 
of  authority,  including  budgetary  con- 
trol, where  an  administrator,  a  nurse 
and  possibly  a  social  worker  would  dis- 
charge management  responsibility  in  con- 


junction with  medical  staff.  Functional 
managers  at  local  level  would  be  account- 
able to  the  unit  or  sector  administrator 
and  not  to  a  functional  manager  at 
higher  level,  although  they  may  remain 
professionally  accountable  to  him. 

The  Government  proposes  to  review 
the  ways  in  which  family  practitioners 
provide  patient  care  and  the  advisory 
machinery  foi/  professional  groups,  with 
the  aim  of  improving  effectiveness.  The 
Government  sees  no  need  to  change  the 
functions  Of  the  Central  Services  Agency 
and  the  Staffs  Council,  but  will  look  into 
ways  of  simplifying  the  consultative 
machinery  between  those  bodies  and  the 
Department. 

Comments  on  the  paper  should  be 
sent  to  the  Department  of  Health 
planning  division,  room  105,  Dundonald 
'House,  Upper  Newtownards  Road,  Bel- 
fast BT4  3SF,  by  April  30. 
"Consultative  paper  on  the  structure  and 
management  of  health  and  personal 
social  services  in  Northern  Ireland." 
(£0.70,  HM  Stationery  Office,  Belfast). 

Lanarkshire  DUMP 

Lanarkshire  Area  Health  Authority  is 
organising  a  third  "DUMP"  campaign. 
The  initial  campaign  in  1975  collected 
3cwt  of  drugs,  but  a  second  campaign 
in  1977,  which  received  murh  more  pub- 
licity, resulted  in  a  collection  of  over 
two  tons — 75  per  cent  were  scheduled 
poisons  or  medicines. 

The  new  campaign  will  run  from  Feb- 
ruary 25  to  March  10. 


Interest  in  new 
insulin  infuser 

A  device  with  which  diabetics  can  give 
themselves  insulin  by  continuous  sub- 
cutaneous infusion  is  "really  taking  off", 
according  to  the  manufacturers,  Muir- 
head  Medical  Ltd. 

The  device  was  developed  by  scien- 
tists at  the  National  Institute  for  Medical 
Research,  Mill  Hill,  London.  It  delivers 
insulin  at  a  slow,  steady  rate  throughout 
the  day  and  night  and  the  patient  can 
enhance  the  dose  before  meals  to  cope 
with  extra  insulin  requirements. 

Muirhead  Medical  Ltd,  34  Croydon 
Road,  Beckenham,  Kent,  sell  most  of 
these  Mill  Hill  infusers  to  hospitals  as 
they  have  to  be  inserted  under  medical 
supervision.  The  insulin  is  delivered 
through  a  nnnula  under  the  skin.  The 
company  manufactures  a  range  of 
infusers,  the  most  popular  and  most  ex- 
pensive one  costing  £235. 

The  Mill  Hill  scientists  are  now  work- 
ing on  a  more  sophisticated  version 
which  is  controlled  by  microprocessor 
and  will  allow  greater  flexibility  of 
dosage.  Work  on  this  new  device  is  still 
at  an  early  stage  and  it  is  likely  to  be 
used  in  diabetes  research  for  some  time 
before  it  becomes  available  for  sale  in 
pharmacies. 

Meanwhile,  Muirhead  Medical  Ltd 
have  received  "hundreds  of  inquiries" 
following  a  radio  interview  with  one  of 
the  Mill  Hill  researchers  on  Monday. 


When  their  problem  is 

cold  sores 


Your  customers  trust  Bonjela  for  speedy  and 
lasting  relief  of  mouth  ulcer  and  teething  pain. 
At  this  time  of  the  year  they  may  need 
Bonjela  for  cold  sores,  too. 

Just  enough  Bonjela  to  cover  a  fingertip 
applied  to  the  sore  will  relieve  the 
discomfort  and  help  prevent  secondary 
infection.  Action  within  three  minutes  and 
lasting  up  to  three  hours  will  ensure  satisfied 
customers  and  healthy  repeat  business  for  you. 


relief  at  their  fingertips 

bonjela 


Lloyds  Pharmaceuticals  Ltd.,  Reckitt  &  Colman 
Pharmaceutical  Division,  Hull 
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FISONS  LTD, 

'•'  :  -A>^S  Dhmon,  Umvhy  Fmmd,  U^mghbomugh,       Tel:  63113 


NEW  TRADING  TERMS 
CHEMIST  UK  PRICE  LIST  (Retail  and  Wholesale)       OPERATIVE  FROM  4  FEBRUARY  1980 


PRODUCT 

Prod    Rec/Fixed  MBU 
Code        Retail  Dozs 
No.  Selling 
Price  each 
Incl.  VAT 

PROPRIETARY  PRODUCTS 


BENGERS  FOOD  METRIC  PACK 

250G 

1670 

0.66 

6/12 

500G 

1690 

1.17 

3/12 

1KG 

1700 

1.87 

1/12 

'BILE  BEANS 

P 

Medium 

1320 

0.28 

1 

Family 

1330 

0.65 

6/12 

•COJENE  TABLETS 

PCDI 

35 

2240 

0.70 

1 

'CYSTOPURIN  TABS 

P 

40 

2320 

0.48 

1 

80 

2330 

0.86 

3/12 

'GENASPRIN  TABS 

P 

100 

2430 

0.68 

3/12 

ROSKENS  HAND  CONDITIONER 

45G 

7810 

0.53 

1 

100G 

7890 

0.95 

1 

"SANATOGEN  POWDER  ORIGINAL 

GSL 

4  oz 

1110 

1.05 

6/12 

GSL 

8  02 

1120 

1.90 

3.12 

GSL 

1  lb 

1130 

3.30 

1/12 

GSL 

2  lb 

1140 

5.90 

1/12 

•SANATOGEN  MULTIVITAMINS 

GSL 

30 

1220 

0.90 

1 

GSL 

60 

1230 

1.65 

6/12 

GSL 

120 

1260 

2.65 

1/12 

'SANATOGEN  MULTIVITAMINS+IRON 

GSL 

30 

1910 

0.90 

1 

GSL 

60 

1930 

1.65 

6/12 

GSL 

120 

1980 

2.65 

1/12 

"SANATOGEN  JUNIOR  VITAMINS 

GSL 

30 

2010 

0.58 

1 

GSL 

100 

2030 

1.28 

3/12 

SANATOGEN  VITAMIN  C  TABLETS 

30 

1240 

0.50 

1 

100 

1280 

1.25 

6/12 

SANATOGEN  HIGH  C 

10 

2020 

0.95 

10/12 

"ZAM-BUK  OINTMENT 

GSL 

Medium 

1520 

0.30 

1 

ETHICAL  PRODUCTS 

*ACNIL 

p 

25gm 

3230 

1 .21 

3/12 

'ALUPHOS  GEL 

GSL 

1 50ml 

3140 

0.95 

3/12 

GSL 

2  Itr 

3160 

D.P. 

1/12 

'ALUPHOS  TABLETS 

GSL 

50 

3130 

0.73 

3/12 

"AURALGICIN 

p 

12.5ml 

0120 

D.P. 

3/12 

'BARQUINOL,  HC 

POM 

1 5gm 

4980 

0.80 

3/12 

'CARDOPHYI  IN  TARS  (1  1G 

p 

100 

2730 

2.30 

3/12 

'DEXTRAVEN  110  6%  IN  SALINE 

POM 

500ml 

3050 

4.66 

1/12 

"DEXTRAVEN  110  6%  IN  DEXTROSE 

POM 

500ml 

3060 

4.66 

1/12 

•DEXTRAVEN  150  6%  IN  SAl  INF 

POM 

\J\J\Jl  1 II 

3070 

4.66 

1/12 

"DEXTRAVEN  150  fi%  IN  DEXTROSF 

\—J i_  / \  i  i  in  <?  il_  i  >i    i  U'vj  \j  /o  ii  xi  i_si_  /\  i  i  i «  > !  

POM 

500ml 

3080 

4.66 

1/12 

*DIMYRII  COLJfiH  1  INPTllS 

POM 

150ml 

6770 

2.60 

6/12 

*DIMYRIL  CAPSULES 

POM 

20 

6710 

1 .76 

6/12 

'FRAMYGEN  CREAM 

POM 

15g 

6560 

2.15 

3/12 

'FRAMYGEN  EYE  OINTMENT 

POM 

3.5g 

6410 

0.79 

3/12 

•FRAMYGEN  EYE/EAR  DROPS 

POM 

5ml 

6450 

1.65 

3/12 

'FRAMYCORT  OINTMENT 

POM 

15g 

5910 

2.36 

1/12 

"FRAMYCORT  EYE  OINTMENT 

POM 

3.5g 

6010 

1.52 

3/12 

"FRAMYCORT  EYE/EAR  DROPS 

POM 

5ml 

5710 

2.88 

3/12 

GENISOL 

P 

58ml 

3310 

0.89 

3/12 

P 

250ml 

3340 

3.08 

3/12 

P 

600ml 

3360 

6.55 

1/12 

•HYALASE  AMPOULES 

POM 

5 

0910 

5.62 

1/12 

POM 

20 

0920 

19.25 

1/12 

POM 

100 

0940 

D.P. 

1/12 

'IMFERON  AMPOULES  2ml 

POM 

10 

2810 

8.97 

1/12 

POM 

100 

2820 

71.73 

1/12 

•IMFERON  AMPOULES  5  ML 

POM 

5 

2910 

8.97 

1/12 

POM 

50 

2920 

71.73 

1/12 

•IMFERON  AMPOULES  TDI  20  ML 

POM 

5 

2930 

29.89 

1/12 

•IMFERON  D  2  ML  +  SYRINGE 

POM 

10 

2960 

13.35 

1/12 

•INTAL  COMPOUND  CAPS 

POM 

100 

2150 

14.53 

6/12 

POM 

50 

9630 

7.26 

6/12 

"INTAL  PLAIN  CAPS 

POM 

100 

2060 

14.53 

6/12 

POM 

30 

2170 

8.35 

6/12 

POM 

50 

9600 

7.26 

6/12 

•INTAL  NEBULISER  SOLUTION 

POM 

48  x  2ml 

2500 

11.83 

1/12 

'LOMODEX  40  10%  IN  0.9%  SALINE 

POM 

500ml 

7000 

7.33 

1/12 

•LOMODEX  40  10%  IN  5%  DEXTROSE 

POM 

500ml 

7010 

7.33 

1/12 

•LOMODEX  70  6%  IN  0.9%  SALINE 

POM 

500ml 

7070 

4.66 

1/12 

•LOMODEX  70  6%  IN  5%  DEXTROSE 

POM 

500ml 

7080 

4.66 

1/12 

Price  per  doz  (exc  VAT)  Relevant  to  the  total  points  value  of  the 

Rec 

complete  Order 

Trade 

alue 

Price  per 

Order 

VAT 

Per 

Doz.  Exc. 

Points 

Points 

Points 

Points 

Points 

Rate 

1BU 

VAT 

100-300 

301-1000 

1001-1500 

1501-2000 

2001  + 

% 

Rate 

1 

2 

3 

4 

5 

£ 

£ 

£ 

£ 

£ 

£ 

3 

6.38 

5.90 

5.84 

5.74 

5.65 

5.58 

Zero 

3 

11.14 

10.30 

10.19 

10.03 

9.86 

9.75 

Zero 

1 

17.95 

16.60 

16.42 

16.15 

15.89 

15.71 

Zero 

2 

2.23 

2.06 

2.04 

1.01 

1.97 

1.95 

15 

2 

4.85 

4.49 

4.44 

4.37 

4.29 

4.24 

15 

5 

5.35 

4.95 

4.90 

4.81 

4.73 

4.68 

15 

4 

4.03 

3.73 

3.69 

3.63 

3.57 

3.53 

15 

1 

6.31 

5.84 

5.77 

5.68 

5.58 

5.52 

15 

1 

4.71 

4.36 

4.31 

4.24 

4.17 

4.12 

15 

4 

4.00 

3.70 

3.66 

3.60 

3.54 

3.50 

15 

7 

7.28 

6.73 

6.66 

6.55 

6.44 

6.37 

15 

4 

8.36 

7.73 

7.65 

7.52 

7.40 

7.32 

15 

3 

15.42 

14.26 

14.11 

13.88 

13.65 

13.49 

15 

2 

27.49 

25.43 

25.15 

24.74 

24.33 

24.05 

15 

4 

48.42 

44.79 

44.30 

43.58 

42.85 

42.37 

15 

6 

6.51 

6.02 

5.96 

5.86 

5.76 

5.70 

15 

5 

11.54 

10.67 

10.56 

10.39 

10.21 

10.10 

15 

1 

18.53 

17.14 

16.95 

16.68 

16.40 

16.21 

15 

6 

6.51 

6.02 

5.96 

5.86 

5.76 

5.70 

15 

5 

11.54 

10.67 

10.56 

10.39 

10.21 

10.10 

15 

1 

18.53 

17.14 

16.95 

16.68 

16.40 

16.21 

15 

4 

3.88 

3.59 

3.55 

3.49 

3.43 

3.39 

15 

2 

8.91 

8.24 

8.15 

8.02 

7.89 

7.80 

15 

3 

3.32 

3.07 

3.04 

2.99 

2.94 

2.91 

15 

4 

8.58 

7.94 

7.85 

7.72 

7.59 

7.51 

15 

5 

7.21 

6.67 

6.60 

6.50 

6.38 

6.31 

15 

2 

2.16 

2.00 

1.98 

1.94 

1.91 

1.89 

15 

2 

o.oy 

7.76 

7.68 

7.55 

/.4o 

"7  OA 

4  C 

10 

2 

D.bJ 

6.13 

6.07 

5.97 

C  07 

D.oY 

c  an 
O.OU 

4  C 
10 

c 
D 

OO.oO 

61 .37 

60.71 

59.72 

58.72 

Oo.UO 

4  C 

1 

o.Ub 

4.68 

4.63 

4.55 

A  AO 
4.40 

A  A1 

4  C 

Q 
O 

4  o  Qr* 

1 1 .38 

1 1 .25 

1 1 .07 

10.89 

4  A  7C 

4  c 
1  O 

1 

5.53 

5.12 

5.06 

4.98 

4.89 

4.84 

15 

4 

1 6.00 

14.80 

14.64 

1 4.40 

14.16 

14.00 

15 

2 

32.40 

29.97 

29.65 

29.1 6 

£0.0/ 

4  c 

10 

2 

32.40 

29.97 

29.65 

29.1 6 

28.67 

28.35 

15 

2 

32.40 

29.97 

29.65 

29.16 

28.67 

OQ  OC 

Zo.  Jo 

4  C 
10 

2 

32.40 

29.97 

29.65 

29.16 

28.67 

28.35 

15 

8 

1 8.07 

16.71 

16.53 

16.26 

15.99 

15.81 

15 

6 

12.27 

1 1 .35 

1 1 .23 

1 1 .04 

10.86 

10.74 

15 

3 

14.94 

13.82 

13.67 

13.45 

13.22 

13.07 

15 

1 

5.51 

5.10 

5.04 

4.96 

4.88 

4.82 

15 

3 

11.51 

10.65 

10.53 

10.36 

10.19 

10.07 

15 

1 

16.44 

15.21 

15.04 

14.80 

14.55 

14.38 

15 

2 

10.54 

9.75 

9.64 

9.49 

9.33 

9.22 

15 

5 

20.02 

18.52 

18.32 

18.02 

17.72 

17.52 

15 

1 

6.19 

5.72 

5.66 

5.57 

5.48 

5.42 

15 

5 

21.45 

19.84 

19.63 

19.30 

18.98 

18.77 

15 

3 

45.59 

42.17 

41.71 

41.03 

40.35 

39.89 

15 

3 

39.08 

36.15 

35.76 

35.17 

34.59 

34.20 

15 

10 

133.94 

123.89 

122.56 

120.55 

118.54 

117.20 

15 

35 

465.42 

430.51 

425.86 

418.88 

411.90 

407.24 

15 

5 

62.40 

57.72 

57.10 

56.16 

55.22 

54.60 

15 

38 

498.96 

461 .54 

456.55 

449.06 

441 .58 

436.59 

15 

5 

62.40 

57.72 

57.10 

56.16 

55.22 

54.60 

15 

38 

498.96 

461 .54 

456.55 

449.06 

441.58 

436.59 

15 

16 

207.90 

192.31 

190.23 

187.11 

183.99 

181 .91 

15 

7 

92.87 

85.90 

84.98 

83.58 

82.19 

81.26 

15 

45 

101.06 

93.48 

92.47 

90.95 

89.44 

88.42 

15 

22 

50.53 

46.74 

46.23 

45.48 

44.72 

44.21 

15 

45 

101.06 

93.48 

92.47 

90.95 

89.44 

88.42 

15 

26 

58.08 

53.72 

53.14 

52.27 

51.40 

50.82 

15 

22 

50.53 

46.74 

46.23 

45.48 

44.72 

44.21 

15 

6 

82.28 

76.11 

75.29 

74.05 

72.82 

72.00 

15 

4 

51.00 

47.18 

46.66 

45.90 

45.14 

44.62 

15 

4 

51.00 

47.18 

46.66 

45.90 

45.14 

44.62 

15 

2 

32.40 

29.97 

29.65 

29.16 

28.67 

28.35 

15 

2 

32.40 

29.97 

29.65 

29.16 

28.67 

28.35 

15 
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PRODUCT 


Prod 

Rec/Fixed 

MBU 

Code 

Retail 

Dozs 

Mn 

Calljnn 

Price  each 

ln/il  WAT 

inci.  vai 

ETHICAL  PRODUCTS  (CONT.) 

£ 

"LOMUSOL  STARTER  PACK 

P 

19ml 

2700 

9.15 

6/12 

'LOMUSOL  REFILL  PACK 

P 

19ml 

2710 

8.10 

6/12 

•NALCROM  CAPSULES 

POM 

100 

2680 

29.57 

1/12 

NEW  SPINHALER 

2140 

1.65 

1/12 

'OPTICROM 

POM 

10ml 

2110 

7.46 

6/12 

'PARACODOL  TABLETS 

PCDI 

100 

5320 

D.P. 

1/12 

•PARACODOL  TABS  (NEW  PACK) 

PCDI 

10 

5330 

0.44 

1 

'PSOROX  OINTMENT 

P 

25g 

3740 

0.88 

1/12 

P 

50g 

3750 

1.27 

1/12 

'PSOROX  LOTION 

P 

200ml 

3780 

1.94 

1/12 

•RYNACROM  CAPSULES  (CAN)  10  MG  P 

100 

2570 

8.25 

6/12 

RYNACROM  INSUFFLATOR 

2540 

2.49 

1/12 

•RYNACROM  NASAL  SPRAY 

P 

17.5ml 

2600 

7.86 

6/12 

•RYNACROM  NASAL  DROPS 

P 

15ml 

2510 

7.54 

6/12 

Price  per  doz  (exc  VAT)  Relevant  to  the  total  points  value  ot  the 
complete  Order 

Rec 


PTQ 
r  1  o 

Trade 

Value 

Price  per 

Order 

VAT 

Per 

Doz.  Exc. 

Points 

Points 

Points 

Points 

Points 

Rate 

MBU 

VAT 

100-300 

301-1000 

1001-1500 

1501-2000 

2001  + 

% 

Rate 

1 

2 

3 

4 

5 

e 

e 

£ 

£ 

£ 

£ 

£ 

28 

63.67 

58.89 

58.26 

57.30 

56.35 

55.71 

15 

25 

56.38 

52.15 

51.59 

50.74 

49.90 

49.33 

15 

15 

205.68 

190.25 

188.20 

185.11 

182.03 

179.97 

15 

1 

11.52 

10.66 

10.54 

10.37 

10.20 

10.08 

15 

23 

51.92 

48.03 

47.51 

46.73 

45.95 

45.43 

15 

2 

24.50 

22.66 

22.42 

22.05 

21.68 

21.44 

15 

2 

2.71 

2.51 

2.48 

2.44 

2.40 

2.37 

15 

1 

6.09 

5.63 

5.57 

5.48 

5.39 

5.33 

15 

1 

8.86 

8.20 

8.11 

7.97 

7.84 

7.75 

15 

1 

13.49 

12.48 

12.34 

12.14 

11.94 

11.80 

15 

26 

57.38 

53.08 

52.50 

51.64 

50.78 

50.21 

15 

1 

17.34 

16.04 

15.87 

15.61 

15.35 

15.17 

15 

24 

54.65 

50.55 

50.00 

49.19 

48.37 

47.82 

15 

23 

52.46 

48.53 

48.00 

47.21 

46.43 

45.90 

15 

ABBREVIATIONS  USED  IN  THIS  PRICE  LIST 


POM    —       Subject  to  control  under  the  Medicines  (Prescription  Only)  Order  1977 
GSL    —       Subject  to  control  under  the  Medicines  (General  Sales  List)  Order  1 977 
P        —       Pharmacy  Only  Product 

CDI     —       Subject  to  Control  under  the  Misuse  of  Drugs  Act  1971  but  exempt  from 
restriction  under  the  Regulation  except  that  invoices  are  required 
to  be  kept  for  2  years 


NOTE  —  Products  not  categorised  as  above  are  not  medicinal  products 

DP      —  Dispensing  Pack 

MBU    —  Minimum  Buying  Unit 

VAT    —  Value  Added  Tax 

—  Products  marked  thus  in  the  price  list  are  subject  to  fixed  retail  prices 


This  price  list  comes  into  operation  on  4  February  1980  and  cancels  all  previous  price  lists  relating  to 
these  products,  and  should  be  read  in  conjunction  with  our  Conditions  of  Sale. 


NEW  TRADING  TERMS 

From  4th  February  1980  we  are  introducing  a  common  price  structure  for  all 
chemist  outlets,  retail  and  wholesale,  incorporating  a  step  discount  scheme 
with  larger  orders  qualifying  for  bigger  discounts  (off  basic  trade  price)  based  on 
a  points  system  with  the  qualifying  levels  as  follows: 

Points  Value  100-300      301-1000     1001-1500     1501-2000    2001  + 

'Rate  1  2  3  4  5 

Volume  Discount  Value       7.5%  8.5%  10%  11.5%  12.5% 

Settlement  Discount:  2.5%  2.5%  2.5%  2.5%  2.5% 

Approx.  value  of 

qualifying  order:  £110-330    £331-1100   £1101-1650   £1651-2200  £2201 


Products  are  only  supplied  in  the  minimum  buying  units  (or  multiples)  stated, 
and  each  minimum  buying  unit  has  a  points  value  which  is  used  to  calculate  the 
total  points  value  of  the  order. 

The  total  points  value  of  the  order  (which  can  consist  of  ethical  or  non-ethical 
products  or  a  combination  of  both)  must  not  be  less  than  100  points.  Each 
product  qualifies  for  quantity  discount  dependent  on  the  total  points  value  of  the 
order  as  shown  above.  There  is  also  an  additional  settlement  discount  for 
prompt  payment  of  the  account  by  the  25th  of  the  month  following  date  of 
invoice. 


Should  you  require  further  information  on  the  new  trading  terms  please  contact 


The  Sales  Office,  Fisons  Ltd.  Pharmaceutical  Division, 
Derby  Road,  Loughborough,  or  telephone 
Loughborough  63113. 


NB.   THERE  ARE  NO  PRICE  INCREASES  INVOLVED 
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Doctors  told  strike 
action  'unethical' 


The  British  Medical  Association's  hand- 
book which  advises  that  it  is  not  neces- 
sarily unethical  for  doctors  to  take 
industrial  action  (C&D  last  week)  has 
been  superseded.  At  last  year's  annual 
representative  meeting  a  resolution  was 
passed  which  "unequivocally  condemn- 
ed" industrial  action  which  could  be  to 
the  detriment  of  a  patient's  health. 

The  handbook  has  been  published 
despite  the  knowledge  that  it  is  already 
out  of  date.  At  a  London  Press  confer- 
ence last  week,  Dr  Mike  Thomas,  chair- 
man of  the  central  ethical  committee, 
said  the  booklet  had  been  issued  because 
patients  should  know  the  rules  by  which 
doctors  worked,  but  agreed  the  publica- 
tion would  be  revised  "within  the  year". 

The  booklet  arrives  at  its  conclusion 
that  industrial  action  by  doctors  would 
not  always  be  harmful  to  patients  by 
stating  that:  "The  doctor  must  decide 
whether  or  not  conditions  are  adequate 
for  him  to  provide  care  of  patients. 
Refusal  by  a  doctor  to  work  for  patients 
on  the  grounds  that  adequate  conditions 
are  lacking  is  not  industrial  action  but 
the  performance  of  his  duties".  The  cen- 
tral ethical  committee  has  been  asked  to 
remove  this  pronouncement  from  the 
"Ethical  Dilemmas"  section  of  the 
booklet  and  to  state  in  ie  revised  pub- 
lication that  it  is  a  do  jr's  basic  duty 
not  to  strike  in  such  circumstances. 

However,  Dr  Thomas  said  that  ser- 
vices may  'be  withdrawn  by  default  if 
the  cuts  in  health  expenditure  meant 
doctors  were  not  able  to  advise  a  course 
of  treatment,  they  would  otherwise 
recommend,  because  of  a  lack  of  resour- 
ces. Dr  Thomas  emphasised  that  doctors 
would  provide  the  best  alternative 
treatment  open  to  them. 

Concerning  pharmacists,  the  code 
states  that  retail  pharmacists  have  always 
given  informal  advice  to  patients,  and 
doctors  "should  recognise  the  pharma- 
cist's special  knowledge  of  drugs  and  of 
their  side  effects  and  interactions."  But 
the  code  stresses  that  it  would  be  "un- 
ethical for  a  doctor  to  ask  a  pharmacist 
to  undertake  work  beyond  his  compe- 
tence". Collusion  between  doctors  and 
pharmacists  for  financial  gain  is  seen  as 
reprehensible  and  "It  is  undesirable  that 
messages  for  a  doctor  be  received  or  left 
at  pharmacies."  The  handbook  of 
medical  ethics"  (£3,  or  £1  to  BMA  mem- 
bers BMA,  Tavistock  Square,  London 
WCl) 

Slight  fail  in  Welsh 
dispensing  doctors 

There  was  a  slight  fall  in  the  number  of 
dispensing  doctors  in  Wales  in  1978  com- 
pared with  the  previous  year. 

Recently  published  statistics  show  that 
there  were  179  dispensing  doctors  in 
1978  and  181  in  1977.  The  highest  num- 
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ber  since  1974  was  the  1976  figure  of 
183. 

During  1978  23,853,000  prescriptions 
were  dispensed  by  chemists  and  appliance 
contractors  in  Wales  at  a  total  cost  of 
£50,770,000  (average  total  cost  per  pres- 
cription £2.13).  In  1977  22,801,000  pre- 
scriptions were  dispensed  at  a  total  cost 
of  £42,840,000  (average  £1.88),  by  706 
pharmacies  and  14  appliance  contractors. 
Preparations  acting  on  the  central  ner- 
vous system  accounted  for  the  most 
prescriptions  (5,963,000)  in  1977,  follow- 
ed by  anti-dnfectives  (2,792,000). 
"Health  and  personal  social  services  sta- 
tistics for  Wales,  No  6,  1979"  (£5.25, 
HM  Stationery  Office,  Cardiff). 

Boots  lab  staff 
plan  strike 

Laboratory  staff  at  Boots  Co  Ltd  were 
planning  to  stage  a  one-day  strike  on 
Wednesday  as  C&D  went  to  press. 

The  staff,  who  are  members  of  the 
Association  of  Scientific,  Technical  and 
Managerial  Staffs,  have  rejected  an  offer 
which  is  worth  a  total  of  15  per  cent  in 
terms  of  the  company  pay  bill.  About 
800  staff — in  Nottingham,  Basingstoke, 
and  Airdrie — are  in  the  group  affected 
by  the  pay  talks  but  not  all  are  members 
of  the  union. 

Minister  weighs  up 
consumer  costs 

The  costs  of  consumer  legislation  must 
be  weighed  against  the  benefits,  Mrs 
Sally  Oppenheim,  Minister  for  Consumer 
Affairs,  said  last  week. 

Addressing  the  Market  Research 
Society  in  London,  Mrs  Oppenheim 
said:  "I  accept  that  consumer  protection 
Members  attending  first  NPA  truss-fitting  cou 


measures  involve  costs.  But  on  the  evi- 
dence of  the  Economist  Intelligence  Unit 
study  (C&D,  December  15,  p981)  itself 
they  are  not  excessive  costs — less  than 
Hp  per  £10  of  household  expenditure. 

Mrs  Oppenheim  told  the  meeting  that 
only  when  the  costs  of  consumer  pro- 
tection outweighed  the  benefits  should 
measures  be  introduced.  She  said  that 
the  Government's  role  in  consumer 
affairs  was  to  provide  a  framework 
within  which  the  consumer  could  obtain 
"a  reasonable  degree  of  protection  from 
the  dishonest  or  negligent  trader  while 
preserving  the  honest  and  efficient  trader 
from  unreasonable  demands." 


Theft  film 


A  film,  designed  to  help  reduce  in-store 
thefts  is  now  available  from  Volumatic 
Ltd  (£15  per  day  on  hire). 

"How  to  shrink  store  shrink"  invites 
employees  in  retailing  for  personal  obser- 
vations and  suggestions  on  the  causes, 
costs  and  possible  cures  for  in-store 
thefts.  In  the  film  employees  are  encour- 
aged to  work  with  store  management  to 
reduce  leakage  from  thefts. 

The  16mm  colour  film  runs  for  16 
minutes  and  is  available  from  Volumatic 
Ltd,  Taurus  House,  Kingfield  Road, 
Coventry. 

NPA  seminars 

More  than  30  members  attended  the 
National  Pharmaceutical  Association's 
first  two  truss-fitting  seminars,  held  at 
Mallinson  House  this  month. 

Mr  Michael  Batson,  MSc,  BPharm, 
principal  lecturer  on  both  days,  covered 
the  anatomy  and  physiology  of  hernias 
as  well  as  the  measurement  and  fitting 
of  trusses.  The  afternoon  session  inclu- 
ded a  demonstration  by  Mr  Paul  Grove 
(Credenhill  Ltd)  of  standard  and  spe- 
cialist hernia  appliances.  Mr  Batson 
stressed  that  when  a  hernia  could  not 
he  reduced  by  either  the  patient  or 
the  person  fitting  the  truss,  the  patient 
should  always  return  to  the  doctor. 
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THE  TRADE  PRESS 
IN  BRITAIN 


The  'wade  Press  in  Britain 


Chief  executives  are  avid 
readers  of  the  Trade  Press. 
Half  of  them  regularly  read  at 
least  five  trade  journals. 
Nine  out  often  get  most  of 
their  authoritative  information 
on  their  industries  from  the 
the  Trade  Press. 
And  they  rely  on  it  more  than 
any  other  medium  for  assessing  future  prospects. 
These  are  just  some  of  the  findings  of  a  new  research 
study  commissioned  by  Benn  Publications.  As  well 
as  chief  executives,  we  talked  to  marketing  directors 
and  advertising  agents.  Some  surprising  new  facts 
and  opinions  emerged  which  emphasize  the  need 
for  a  fresh  look  at  the  role  of  the  Trade  Press  in 
reaching  decision  makers  in  trade  and  industry. 

We've  published  the  results  in  a  32-page  report  'The 
Trade  Press  in  Britain'.  Write  for  a  complimentary  copy 
to  Marketing  Services  Department,  Benn  Publications 
Limited, 25  New  Street  Square, London  EC4A  3JA. 


Benn^ 


» 


publishing  for  business 


WOODWARDS  hold  a 
Medicines  Manufacturing 
Licence  to  contract  pack 
solid  unit  doses  in  bottles 
or  strip  packs 

WOODWARDS  might 
easily  solve  your 

(packing 
problems 
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Charlbury  810-369  and  speak  to  - 
Mr.C  E  Woodward  or  Mr.  DA  Hooker 


G.O.WOODWARD&CoLtd 

CHARLBURY 'OXFORD 
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Fingers  out 

"London  pharmacists"  excellent  article 
(C&D,  January  19  pi 00)  focuses  atten- 
tion on  several  important  anomalies  in 
"the  system". 

I  too  am  a  proprietor  pharmacist; 
did  you  notice  I  did  not  say  "private 
independent"?  No  trader  who  has  a  single 
customer  who  dictates  prices  can  pretend 
to  be  independent. 

Human  mistrust  and  greed  makes  the 
striking  of  a  bargain  that  is  acceptable  to 
both  parties  extremely  difficult,  particu- 
larly at  a  time  where  drug  houses  are 
implementing  price  increases  of  the  order 
of  50  per  cent.  In  the  example  of  the 
price  increase  on  Ventolin  inhalers 
quoted  by  "London  pharmacist,"  either 
the  customer  must  allow  the  pharmacist 
to  enjoy  any  profits  made  on  stocks  held, 
or  alternatively  the  pharmacist  must  be 
prepared  to  shrug  off  such  losses  as  he 
now  makes  on  the  basis  that,  overall,  he 
makes  an  acceptable  profit. 

London  pharmacist  says  his  remunera- 
tion is  down  on  last  year.  If  the  authori- 
ties don't  get  their  fingers  out  and 
implement  the  Franks  Report,  the 
inadequately  publicised  tide  of  proprietor 
pharmacies  closing  will  exceed  flood  pro- 
portions. The  public  will  soon  find  their 
choice  of  dispensaries  limited  to  town 
centre  dispensing  supermarkets  who  will 
then  be  able  to  strike  a  bargain  much 
more  favourable  for  them,  though  prob- 
ably not  for  the  patient! 

Who  then,  among  C&D  readers,  can 
suggest  how  we  can  alert  the  public  to 
their  risk  and  to  speed  up  implementa- 
tion of  the  Franks  Report? 
Anne  Reid 
Kidderminster 

Seven-week  myth 

The  implications  of  the  article  "Real 
meat"  by  your  Xrayser  columnist  last 
week,  which  pointed  out  the  losses  to  the 
pharmacist  when  "ethicals"  prices  rise  do 
not  seem  to  be  have  been  fully 
appreciated.  His  estimate  of  losses  on 
Ventolin  inhalers  at  £350,000  between  all 
contractors  for  December  takes  no 
account  of  the  further  three  weeks  of  the 
seven  weeks'  stock  we  are  supposed  to 
hold,  but  which  will  add  another  £240,000 
to  his  total,  giving  £590,000  on  that  one 
product  alone.  The  DHSS  work  on  the 
assumption  that  we  carry  a  seven-week 
stock  of  any  drug  and  presumably  do  not 
reorder  within  seven  weeks  of  a  price 
change — which  is  truly  absurd. 

They  maintain  that  such  losses  are 
offset  by  the  gain  we  make  on  slower 
moving  items  which,  having  been  bought 
cheap,  are  subsequently  paid  for  at  later, 
higher  prices.  'Not  so,  for  this  year  I  had 
the  painful  experience  of  having  to 
destroy  excess  unused  drugs,  to  the  value 
of  almost  £1,500,  which  had  accumulated 
over  a  period  of  about  two  and  half  to 
three  years.  The  true  extent  of  our  losses 


is  normally  masked  by  the  stocktakers' 
custom  of  disregarding  "old  stock" 
(stock  not  in  current  use)  so  as  to  reduce 
our  tax  liability. 

I  understand  that  the  PSNC  has  access 
to  Pricing  Bureau  statistics  so  that  it 
would  not  be  difficult  to  obtain  overall 
figures  for  scripts  calling  for  products 
which  have  gone  up  in  price.  If  the 
wholesalers  were  willing  to  give  their 
sales  figures  for  such  items  for  the  seven 
weeks  concerned,  our  losses  could  be 
accurately  calculated,  since  any  pur- 
chases must  be  made  at  a  loss.  The  gross 
loss  to  contracts  for  the  products  dis- 
cussed over  the  December  to  January 
period  would  appear  to  be  not  a  mere 
£75,000  (surely  a  misprint  for  £750,000? 
but  nearer  £1.25  million. 
Kenneth  Sims 
Poole,  Dorset 

Pharmacy  only 

As  all  pharmacists  are  now  well  aware, 
the  two  year  transitional  period  for  the 
new  medicines  regulations  is  over.  Many 
medicinal  products  are  now  restricted  to 
sale  in  pharmacies  only  and  under  super- 
vision of  a  pharmacist.  This,  of  course, 
is  something  we  have  been  used  to,  with 
the  sale  of  Part  1  poisons.  However  some 
of  the  additions  do  seem  rather  strange. 
For  example,  Topex,  Lenium  shampoo, 
Anthisan  cream,  and  other  topical 
preparations  now  require  supervision  by 
the  pharmacist. 

I  would  be  glad  if  anybody  has  an  ex- 
planation to  offer  as  to  why  such 
preparations  should  require  supervision 
by  a  pharmacist. 

I  can  envisage  customers  creating  quite 
a  stir  when  told  by  an  assistant  that  they 
(the  customers)  cannot  buy  Topex  be- 
cause the  pharmacist  is  at  lunch!  I,  for 
one,  would  be  at  a  loss  to  offer  a  satis- 
factory explanation  other  than  saying: 
"I  am  sorry  but  that  is  the  law".  As 
someone  once  said — the  law  can  be  an 
ass! 

David  Day 

Morcambe,  Lanes 

Conference  thanks 

Members  who  attended  last  year's  British 
Pharmaceutical  Conference  at  Exeter 
may  remember  that  the  committee  organ- 
ised a  pre-conference  excursion.  This  was 
outside  the  official  programme  and  was 
financed  entirely  by  the  committee.  It 
was  priced  to  be  non-profit  making  but, 
due  to  its  popularity,  did  in  fact  make  a 
good  profit.  This  profit  has  been  used  to 
buy  new  prayer  books  for  the  Exeter 
Cathedral  which  will  bear  the  simple 
inscription:  "Presented  by  the  pharma- 
cists of  Devon  to  commemorate  the 
successful  British  Pharmaceutical  Con- 
ference held  at  Exeter  in  September, 
1979". 

The  committee  would  like  to  thank  all 
members  who  supported  the  excursion 
and  hopes  that  they  will  agree  with  this 
small  gesture  of  our  thanks  to  the  Cathe- 
dral and  City  of  Exeter. 
W.  Rucker 

Exeter  Conference  secretary 


Polaroid's  trade-in 

I  wish  to  reply  to  Xrayser's  article  (C&D, 
January  12)  concerning  the  discontinua- 
tion of  Polaroid  Type  20c  film  and  the 
trade-in  offer  on  refurbished  model  1000 
cameras. 

Every  year  we  sell  via  our  stockists 
hundreds  of  thousands  of  Polaroid  model 
1000  cameras.  The  response  to  this  trade- 
in  offer  in  the  year  since  we  announced, 
by  placing  stickers  on  all  boxes  of  Type 
20c  film,  our  intention  to  cease  manufac- 
ture, has  been  under  500  units. 

Our  initial  inquiries  indicated  that 
chemists  and  dealers  did  not  want  to  be 
bothered  with  handling  what  promised  to 
be,  and  has  been  proved  to  be,  such  a 
small  but  laborious  exercise.  There  was 
also  the  problem  of  how  to  inform  all 
Polaroid  film  stockists  and  the  general 
public.  A  film  box  sticker  and  a  direct 
offer  seemed  the  most  effective  and 
easiest  way.  Many  retailers  welcomed 
our  move  because  they  could  see  more 
sales  of  SX-70  film  coming  their  way, 
and  so  we  were  committed  to  dealing 
with  the  situation  ourselves. 

Xrayser's  suggestion  of  dealers  hand- 
ling trade-in  would  involve  him  in  return- 
ing old  cameras  (or  backs)  or  stocking 
refurbished  model  1000  cameras.  The 
complexity,  time  and  cost  involved  in 
administering  this  concept  would  immedi- 
ately preclude  the  offer  remaining  at 
£12.75.  In  the  same  way  "a  couple  of 
SX-70  films"  even  at  best  dealer  price 
would  amount  to  almost  half  the  total 
cost  of  the  camera. 
Jim  Slee 

Consumer  photo  sales  manager, 
Polaroid  (UK)  Ltd 


WESTMINSTER 
REPORT 

Government  may 
raise  script 
charges  again 

The  Prime  Minister  has  refused  to  give 
an  assurance  that  prescription  charges 
will  not  rise  again  in  the  near  future. 
During  question  time  in  the  Commons 
last  week  she  would  only  give  commit- 
ments on  two  promises  made  during  the 
election  campaign — that  charges  for 
visits  to  doctors  and  stays  in  hospital 
would  not  be  introduced. 

Mr  Patrick  Jenkin,  Secretary  for 
Social  Services,  has  reiterated  the  im- 
portance of  prescription  charges  to  the 
government's  policy.  In  a  debate  on  the 
report  of  Royal  Commission  on  the 
National  Health  Service  he  said:  "We 
believe  that  that  is  one  way  of  under- 
lining the  responsibility  of  the  individual 
for  his  own  health  care".  He  went  on  to 
say  that  he  made  no  apology  for  insti- 
gating an  investigation  into  the  possi- 
bilities of  increasing  the  insurance  ele- 
ment as  a  means  of  financing  the  NHS, 
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but  the  results  of  this  study  were  unlikely 
to  be  known  for  some  time. 

During  the  debate  the  NHS  was 
clearly  marked  by  the  Government  as  a 
major  area  for  public  expenditure  cuts. 
Mr  Jenkin  said  it  would  be  "unrealistic 
to  insulate  the  fortunes  of  the  NHS  from 
those  of  the  nation".  He  felt  that  the 
public  should  be  discouraged  from  over- 
burdening the  health  service:  People 
must  learn  that  if  they  consulted  their 
doctor  for  every  minor  ailment  or  if  they 
demanded  a  'pill  for  every  ill'  then  they 
could  not  complain  if  the  resources  were 
not  there  when  serious  trouble  arose. 

In  answer  to  a  question  from  Mr 
David  Ennals,  Mr  Jenkin's  predecessor 
in  the  Labour  Government,  concerning 
the  commission's  recommendation  that 
there  should  be  a  limited  list  of  drugs, 
he  replied  that  he  was  not  much  attrac- 
ted to  the  idea,  but  it  will  continue  to  be 
studied. 

He  disagreed  with  the  commission  that 
the  system  of  family  practitioner  com- 
mittees should  be  changed:  "We  wish 
them  to  be  retained".  Mr  Jenkin  also 
rejected  the  Commission's  recommenda- 
tion that  regional  health  authorities 
should  become  accountable  to  the  House. 
He  felt  it  was  not  only  impractical  but 
against  "our  desire  to  give  more  auth- 
ority and  greater  autonomy  at  local 
level." 

A  White  Paper  on  the  cuts  in  public 
expenditure  for  1980-81,  to  be  published 
shortly,  is  expected  to  contain  detailed 
plans  of  the  Government's  intentions 
towards  NHS  funding. 

NHS  Supply  Council: 
why  no  pharmacist 
representatives? 

Mr  Laurie  Pavitt,  MP,  asked  the  Sec- 
retary for  Social  Services  this  week  why 
he  had  not  included  a  pharmacist  on  the 
National  Health  Service  Supply  Council 
and  what  proportion  of  the  total  NHS 
finances  was  spent  on  pharmaceutical 
services  last  year. 

Mr  Patrick  Jenkin  replied:  "Regional 
health  authorities  have  been  asked  to 
nominate  seven  members  of  the  new 
Council  and  they  are  free  to  select  whom 
they  please.  In  addition,  I  intend  that  the 
Council  shall  have  power  to  set  up  com- 
mittees which  may  include  appropriate 
representatives  of  the  various  disciplines 
in  the  NHS.  I  do  not  expect  that  the 
Supply  Council's  activities  will  impinge 
on  pharmaceuticals  supplied  under  the 
family  practitioner  service.  Excluding 
them,  expenditure  on  pharmaceutical  ser- 
vices in  the  year  ended  March  31  1979 
was  just  over  3  per  cent  of  the  revenue 
expenditure  for  the  health  service." 

Script  numbers 

Sir  George  Young,  in  reply  to  a  ques- 
tion from  Dr  Shirley  Summerskill,  MP, 
concerning  the  number  of  prescriptions 
dispensed  since  prescription  charges  have 
been  raised,  provided  the  table  below.  He 
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said  that  a  "short-term  drop  in  numbers 
might  be  attributed  to  an  increase  in 
the  prescription  charge." 


Total  number 

Total  number 

of  prescriptions 

of  prescriptions 

dispensed 

dispensed 

1978 

1979 

,000's 

,000's 

January 

26,296 

26,985 

February 

25,853 

24,941 

March 

26,897 

27,968 

April 

24,724 

24,566 

May 

26,381 

25,776 

June 

26,025 

25,799 

July 

24,544 

25,251 

August 

23,851 

23,548 

September 

24,377 

23,004 

October 

26,234 

26,547 

November 

26,031 

(1)  26,000 

December 

25,884 

(1)  24,300 

NOTES 

*Prescription  charges  increased  from  20p 
to  45p  on  16  July  1979 
(1)  Advance  estimates 
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Prescription  only? 

Pornography  should  only  be  available 
on  prescription,  Lord  Longford  warned 
yesterday. 

It  is  disgraceful  that  pornographers 
should  be  free  to  make  a  fortune  from 
what  is  a  very  dangerous  drug,"  he  said. 

"It  may  be  that  there  are  a  few 
doctors  who  find  pornography  useful  for 
therapeutic  purposes.  If  this  is  so,  it 
should  be  very  carefully  restricted  and 
obtainable  only  on  prescription." 

The  clean-up  campaigner  was  talking 
as  peers  decided  to  throw  out  a  con- 
troversial report  on  obscenity,  complain- 
ing that  the  measures  did  not  go  far 
enough. 

Lord  Longford  added:  "A  diet  of 
filth  must  inevitably  corrupt  the  nation." 
Daily  Mail,  January  17. 


ARE  YOU  READY  FOR 
THE  COMPLETE 
TREATMENT  ? 


EMOFORM 

for  all-round  dental  hygiene 

EMOFORM  DENTAL 
PASTE 

EMOFORM  MOUTH 
BATH 

and  now  


the  NEW  EMOFORM 
TOOTHBRUSH 

specially  designed  to 
guard  against  injury 
to  sensitive  gums. 

Ask  your  representative 
about  bonus  offers. 

Made  by  Pharmaceutical  Manufacturing  Company  for  > 

WIGGLESWORTH 
LIMITED 

Westhoughton  Bolton  BL5  3SL. 
Telephone:  0942  811567 
A  member  of  the  WILLOWS  FRANCIS  GROUP 
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Macarthys'  margins 
der  pressure 


Profit  margins  of  Macarthys  Pharma- 
ceuticals Ltd  have  been  squeezed  down 
from  3.3  per  cent  to  2.3  per  cent  as 
pre-tax  profits  fell  to  £1.61m  for  the  half 
year  to  October  31,  1979,  against  £1.85m 
in  the  previous  year. 

Despite  a  27  per  cent  increase  in  ex- 
ternal sales,  growth  in  turnover  has  been 
less  than  that  budgeted  by  the  company. 
This  situation  has  been  blamed  on  de- 
pressed trading  in  the  latter  half  of  the 
period,  particularly  in  the  pharmaceutical 
wholesale  and  retail  divisions.  Both  divi- 
sions improved  turnover,  but  lost  on 
profits — wholesaling  sales  were  up  to 
£56. lm  (£43. 7m)  and  retailing  £8.1m 
(£6.8m);  profits  fell  to  £1.3m  (£1.5m) 
and  £320,000  (£355,000)  respectively. 

Mr  A.  R.  Ritchie,  chairman,  says  that 
while  margins  in  both  these  divisions 
will  continue  to  be  under  pressure,  the 
additional  8p  per  prescription  payable  on 
NHS  dispensing  from  January  1  will 
increase  the  income  of  their  retailing 
operation  (Savory  &  Moore)  by  about 
£150,000  in  a  full  year. 

Loss  of  production  during  extensive 
rebuilding  resulted  in  a  £65,000  loss  in 
pharmaceutical  manufacturing  against 
£67,000  profit  in  1978. 

The  board  anticipate  that  second  half 
earnings  will  be  "a  little  lower  than  those 
for  the  first  six  months". 

Citrates  link-up 

Citric  acid  and  citrates  are  to  be  stocked 
and  distributed  nationally  for  the  UK's 
only  producer,  John  &  E.  Sturge  Ltd, 
by  Ellis  &  Everard  Chemicals. 

The  link-up  will  enable  small  users  to 
obtain  supplies  from  18  stock  points 
throughout  the  UK.  Sturge  will  continue 
to  supply  larger  users  from  its  Selby 
factory,  which  is  one  of  the  three  Euro- 
pean manufacturing  centres  of  the  Boeh- 
ringer  Ingelheim  Group. 

Retailers  lose  out 
on  profits 

Among  "chemist's  wholesalers  and  mul- 
tiple retailers"  quoted  on  the  Stock  Ex- 
change 93.3  per  cent  of  those  surveyed  by 
Inter  Company  Comparisons  increased 
turnover  in  a  12-month  period.  Their 
survey — one  of  two  just  issued — shows 
that  84  per  cent  of  the  unquoted  com- 
panies revealed  higher  turnover  and  63 
per  cent  increased  profits.  Commenting 
on  the  survey  ICC  says:  "Profitability 
associated  with  pharmaceutical  products 
and  chemists'  products  suitable  for  retail 
distribution,  has  largely  been  confined  to 
the  manufacturing  and  wholesaling  ends 
of  the  business." 

"Pharmaceutical  manufacturers  and 
distributors"  (£38.80)  concludes  that  80 
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per  cent  of  the  quoted  companies 
analysed  upped  turnover  in  a  12  month 
period  and  73  per  cent  increased  profits; 
89  per  cent  of  the  unquoted  companies 
improved  turnover  and  61  per  cent  in- 
creased profits.  ICC  believe  that  some  of 
the  smaller  unquoted  companies  "will 
doubtless  find  the  going  tough"  in  the 
present  economic  recession. 

Both  surveys  are  available  from  ICC 
House,  81  City  Road,  London  EC1. 

Mixed  last  quarter 
for  US  chemicals 

US  chemical  companies  have  released 
mixed  final  quarter  results  over  the  past 
week,  though  exports  have  generally 
performed  well. 

Du  Pont,  the  largest  US  chemical 
company,  maintained  a  steady  sales 
growth  throughout  the  year  and  sales 
and  net  income  were  up  19  per  cent  to 
$12.57bn  and  $939m  respectively.  In  the 
fourth  quarter,  sales  held  steady  at  18 
per  cent  but  earnings  fell  by  7  per  cent 
to  $206m.  Exports  sales  rose  from  $3bn 
to  $4bn.  Monsanto,  the  fourth  largest 
chemical  company  in  the  US,  faced 
similar  problems  with  a  9.4  per  cent 
increase  in  net  income  (up  to  $331.1m) 
for  the  year,  marred  by  a  75.2  per  cent 
drop  in  earnings  for  the  final  quarter. 
This  was  largely  attributable  to  a  drop 
in  sales  and  losses  at  a  Spanish  sub- 
sidiary. 

Only  Union  Carbide,  the  second  rank- 
ing US  chemical  company,  released 
increased  net  earnings  figures  for  the 
final  quarter — up  to  $131. 9m,  against 
$127. 9m  for  the  same  period  in  1978. 
On  the  year,  profits  rose  by  41  per  cent 
to  $556. 4m  and  sales  increased  by  17  per 
cent  to  $9.18bn.  Export  sales  increased 
dramatically — up  53  per  cent. 

Eastern  deficit 

Western  Europe's"  chemical  industries 
have  recorded  a  $1.8bn  surplus  in  trade 
with  Iron  Curtain  countries,  according  to 
a  report  in  the  Financial  Times  last  week. 

Discussing  an  unpublished  study  by  the 
European  Council  of  Chemical  Manu- 
facturers (CEFIC),  the  article  says 
Western  Europe's  chemical  exports  to  the 
Eastern  bloc  were  valued  at  $3bn  in 
1978,  while  imports  from  behind  the 
Curtain  totalled  only  $1.2bn. 

The  CEFIC  is  said  to  have  compiled 
the  report  because  of  concern  over  the 
levels  of  imports  from  the  communist 
bloc.  Despite  its  findings  the  CEFIC  is 
still  concerned  about  the  long  term  im- 
port penetration  from  the  Eastern  bloc. 

Briefly 

Stafford-Miller  Ltd  have  awarded  a 
£513,400  contract  to  Higgs  &  Hill  Ltd  for 
the  construction  of  a  2,150  sq  m  ware- 
house at  Estover,  Plymouth. 
Eli  Lilly  International  Corporation  have 
formed  a  holding  company — Eli  Lilly 
Group  Ltd.  The  company,  whose  regis- 
tered office  will  be  at  the  new  Lilly  House 
in  Hanover  Square,  London  W1R  OPA, 
will  be  the  parent  company  for  the 


following  members:  Lilly  Industries  Ltcl 
Elizabeth  Arden  Ltd,  Eli  Lilly  Grouj 
(Pensions)  Ltd. 

Harbottle  (Pharmaceuticals)  Ltd  has  bee! 

established  by  R.  D.  Harbottle  (Mercarl 
tile)  Ltd,  72  River  Road,  Barking,  Esse! 
as  a  wholly-owned  subsidiary.  Mr  Pail 
Hayden-Prince  has  been  appointed  marl 
aging  director  of  the  new  company  whicj 
began  trading  on  February  1.  The  parer 
company  continues  to  trade  in  nor 
pharmaceutical  chemicals. 

M&T  Chemicals  Ltd,  a  manufacture! 
and  supplier  of  plant  and  processes  i| 
the  metal  finishing  industry,  havl 
acquired  the  rights  to  distribute  the  thiol 
organic  range  of  chemicals  produced  ill 
Lacq  by  Societe  Nationale  Elf  Aquitain! 
(Production).  The  rights  were  previous!;] 
held  by  an  agency  in  the  UK. 

Serono    Laboratories    (UK)    Ltd  havi| 

moved  to  new  premises  at  2  Tewir 
Court,  Welwyn  Garden  City,  Herts  AL'l 
1AU  (telephone  Welwyn  Garden  31972)] 

APPOINTMENTS 


Mr  David  Thresh  and  Mr  Barry  Macdonald, 
Bristol-Myers  Co  Ltd 

Bristol-Myers  Co  Ltd:  David  Thresh,! 
previously  general  sales  manager  foil 
retail  products,  is  promoted  to  generalT 
sales  manager  for  all  consumer  business.! 
Barry  Macdonald  is  promoted  from! 
national  sales  manager  to  retail  generaf 
sales  manager. 

Roche  Products  Ltd:  Dr  Michael  G.J 
Carter,  MPS,  has  been  appointed  director! 
of  the  recently  created  pharmaceutical! 
division.  The  pharmaceutical  divisior 
encompasses  all  clinical  research  andj 
development,  regulatory  affairs  anc 
marketing  activities. 

ICI  Ltd:  Mr  D.  S.  Hay,  an  agricultural) 
division  deputy  chairman,  has  been 
appointed  general  manager,  commercial, 
with  effect  from  March  1.  Mr  D.  W. 
Gamlin,  currently  overseas  marketing 
manager,  Nobel's  Explosives  Co  Ltd,  has 
been  appointed  a  director  of  that  com- 
pany with  effect  from  February  1. 

3M  UK  Ltd:  The  health  care  products  | 
division  has  appointed  Mr  Garth  Jessa- 
mine as  professional  services  manager 
with  overall  responsibility  for  medical 
and  dental  matters.  He  was  previously 
sales  manager  for  dental  products. 

Merck  Sharp  &  Dohme  Ltd:  Mr  R.  W. 

Wilmer  and  Dr  D.  W.  Christie  have  been 
appointed  directors.  Mr  Wilmer  is 
general  manager  of  the  MSD  division. 
He  was  previously  managing  director  of 
MSD  (New  Zealand).  Dr  Christie  is 
Continued  on  p183 
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MARKET  NEWS 

Topsyturvy  prices 

London,  January  30:  The  trend  for 
many  essential  oils  spot  prices  to  be 
well  under  the  replacement  values 
continues.  In  the  past  week  Brazilian 
peppermint  was  being  sold  at  £4. 30kg 
on  the  spot  and  at  the  same  time  the 
seller  was  buying  at  £4.35  cif  for  late 
summer  shipment.  With  interest  rates 
at  the  present  high  level  such  trans- 
actions make  economic  sense.  There 
was  considerable  interest  in  citral  and 
with  Chinese  citronella  oil  being 
scarce  the  Ceylon  oil  prices  were 
nominal  for  shipment.  In  three  months 
the  value  of  the  latter  has  risen  from 
a  firm  £3kg  to  a  nominal  £3.85.  Lemon- 
grass  was  also  firmer. 

Some  natural  camphor  powder  was 
traded  on  the  spot  at  £6. 80kg;  it  is 
doubtful  whether  there  is  any  more  at 
that  price. 

Interest  in  spices  remained  at  a  low 
ebb;  pepper  was  reduced  but  other 
items  were  not  tested.  Dearer  botani- 
cals included  copaiba  and  Peru  bal- 
sams, benzoin,  liquorice  root  and 
Indian  valerian.  Cascara  and  senega 
were  lower. 

Pharmaceutical  chemicals 

Bismuth  sails:  £  per  kg.  

50-kg  250-kg 
carbonate  6.10  6.00 

salicylate  7.75  — 

subgallate  9.50  — 

subnitrate  4.80  4.70 

Caffeine:  BP  anhydrous  £5.51  kg  in  100-kg  lots; 
£4.60  in  500-kg. 

Calamine:  BP  £683  per  1.000-kg  delivered. 
Carbon  tetrachloride:  BP  5-ton  lots  in  290-kg  drums, 
£265  per  metric  ton. 

Chloramphenicol:  BP73  £24.50  kg  in  500-kg  lots. 
Chloroform:  From  September  10  BP  £490  to  £520 
per    metric    ton    according    to    drum    size;  2-litre 
bottles  £2.90  each;  10x500-ml  bottles  £1.25  each. 
Chloral    hydrate:    50-kg    lots    £2.20  kg. 
Choline:   (500   kg   lots)   bitartrate  £2.61   kg;  dihy- 
drogen  citrate  £2.60. 

Ephedrine:  (Per  kg),  hydrochloride/sulphate  £20.60 
in  50-kg. 

Ergometrine  maleate:  £6.35  in  50-kg  lots 
Ergotamine  tartrate  £4.25g  in  50-g  lots. 
Ether:   Anaesthetic:   BP   2-litre   bottle   £3.60  each; 
one-metric  ton  lots  in  drums  from  £1.75  in  18-kg 
drums  to  £1.65  kg  in  130-kg.  Solvent,  BP  in  130- 
kg  drums.  £1,190. 

Glycerin:  In  250  ko  returnable  drums  £745  metric 
ton  in  5-ton  lots;  £750  in  2-ton  lots. 
Homatropine:    Hydrobromide    £133.10    kg;  methyl- 
bromide  £126.60 — both  in  }-kg  lots. 


Hydrogen  peroxide:  35  per  cent  £275  metric  ton. 
Iioniazid:  BP  1973  £4  kg  in  300-kg  lots. 
Isoetharine  hydrochloride:  £110  kg  for  1  -kg  lots. 
Isoprenaline:  Hydrochloride  £70  kg;  sulphate  £65. 
Lignooaine:  (25-kg)  base  £11.74  kg;  hydrochloride 
£11.82. 

Lobeline:  Hydrochloride  BPC  and  sulphate  £1.60 
per  g  for  100-g  lots. 

Metol:  Photo  grade  per  kg.  50-kg  lots  £8.41. 
Phenylephrine  hydrochloride:  £89  kg  in  50  kg  lots; 
£92  in  10  kg. 

Physostigmine:  Salicylate  £2.48  per  g;  sulphate 
£3.37  in   100-g  lots. 

Pilocarpine:  Hydrochloride  £328  per  kg;  nitrate 
£92  kg  for  10-kg. 

Sorbitol:  Powder,  £580  metric  ton;  syrup  £305. 

Streptomycin  sulphate:  £26.50  kg  in  one-ton  lots. 

Stilboestrol:   BP  in   25-kg   lots,   £176  kg. 

Strychnine:  Alkaloid  £74.30  per  kg;   sulphate  and 

hydrochloride  £60.40  kg.  5-10  kg  lots. 

Talc:    BPC    sterilised    £585    metric    ton    in  50-kg 

£351  for  1,000  kg  lots. 

Zinc  acetate:  Pure  £1.26  kg  in  50-kg  lots. 

Zinc    carbonate:    Pharmaceutical    grade    £660  per 

metric  ton 

Zinc  chloride:  Anhydrous  powder  £450  metric  ton, 
delivered  U.K. 


Crude  drugs 

Aloes:  Cape  £1,080  ton  spot;  £1,070,  cif,  Curacao, 
£2,330  cif,   no  spot. 

Agar:  Spanish/Portuguese  £7.30  kg  nominal. 
Balsams:  (kg)  Canada:  Unchanged  at  £12.60  on  the 
spot;   shipment  £12.40,   cif.   Copaiba:   £3.05  spot; 
£2.95,    cif.    Peru:    £9.95    spot;    £9.90,    cif.  Tolu: 
unquoted. 

Belladonna:  (kg  cif)  herb  £1.51;  leaves  £2.24;  root, 
no  offers. 

Benzoin:  £208  cwt  cif. 
Buchu:  Leaves  unquoted. 

Camphor:  Natural  powder  spot;  traded  at  £6.80  kg; 
Formosan  offered  at  £7.50  kg,  cif.  Synthetic  96% 
£1.10. 

Cardamoms:  Alleppy  green  No.  2  £7.50  kg,  cif. 
Cascara:  £1,160  metric  ton  spot;  £1,090.  cif. 
Cherry    bark:    Spot    £1,125    metric    ton;  shipment 
£1,135,,  cif. 

Cinnamon:  Seychelles  bark  £480  metric  ton  spot: 
£425,  cif.  Ceylon  quills  4  o's  £0.83lb,  featherings 
£0.18}   lb  both,  cif. 

Cochineal:  Tenerife  black  brilliant  spot  £25  kg,  spot 
and  cif.  Peru  silver  grey  £14.75  spot;  £14.40,  cif. 
Cloves:    Madagascar/Zanzibar    £4,160    metric  ton 
spot,  £3,870,  cif. 

Dandelion:  Spot  £2,005  metric  ton  spot,  £1,920,  cif. 
Ergot:  No  offers. 

Ginger:  Cochin  £430  metric  ton  spot  shipment 
£410  cif.  Other  sources  not  quoted. 
Gentian  root:  £2,050  metric  ton  spot;  £2,300,  cif. 
Henbane:  Niger  £1,390  metric  ton  spot;  £1,380,  cif. 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware- 
house). Australian  light  and  medium  ambers  £665- 
£675;  Canadian  £800;  Mexican  £675;  Argentinian 
(white)  £760. 

Hydrastis:  Spot  £30.60  kg;  no  cif. 
Ipecacuanha:  Matto  Grosso  £16.80  kg;  nominal,  cif; 
Costa  Rican  £20,  cif. 
Jalap:  No  offers. 

Kola  nuts:  £475  metric  ton  spot;  £420.  cif. 
Lanolin:  BP  grade  £1  kg  in  1  metric  ton  lots. 
Lemon  peel:  Spot  £1,240  metric  ton;  £1,150,  cif. 
Liquorice  root:  Chinese  £595  metric  ton  spot;  £585, 
cif.  Block  juice  £1,400  metric  ton  spot;  Spraydried 
£1.550. 

Lobelia:  American  nominal.  European  £1,850 
metric  ton,  cif. 

Lycopodium:  £4.80  kg  spot;  no  cif. 

Mace:   Grenada    unsorted   $2,750   metric   ton.  fob 

whole  $3,000. 

Menthol:  (kg)  Brazilian  £5.50.  nominal  spot;  £5.35, 
cif.  Chinese  £5.15  spot;  £4.80,  cif. 
Nutmeg:  (per  metric  ton  fob)  Grenada  80's  $2,950 
sound  unassorted  $2,650  110's  $2,750,  bwb  defec- 
tives $1,750. 

Nux  Vomica-  No  spot  or  cif. 
drums  ex  wharf;  Mediterranean  origin  £1,440. 
Pepper:   (metric  ton)   Sarawak  black  £1,000  spot, 
$1,950.  cif;  white  £1,380  spot;  $2,725,  cif. 
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general  manager,  Thomas  Morson 
pharmaceuticals  division.  He  was 
formerly  general  manager  of  MSD 
Sweden. 

New  Era  Laboratories  Ltd:  Added  to  the 
sales  team  are  Mrs  Jean  Mayne  covering 
south  west  England  and  south  Wales  and 
Mr  Ken  Ogden,  who  will  cover  London, 
south  and  southern  home  counties. 
Cussons  (UK)  Ltd:  Stephen  Hurst  has 
been  appointed  marketing  services  mana- 
ger, responsible  for  market  research  and 
promotional  activities. 
Church  &  Co  (Fittings)  Ltd:  Mr  Ray 
Budd  joins  as  south  west  regional  sales 
manager  from  Selflok  Shoplan  Ltd.  Three 
new  area  managers  are  Mr  Keith  Boyd 
(midlands)  formerly  with  International 


Express;  Mr  Brian  Telford  (Tyne  & 
Wear)  from  the  motor  accessory  trade; 
and  Mr  Alan  Pope  (south  Wales)  from 
Link  51  Ltd.  Mr  Brian  Jackson,  formerly 
with  TPL  Shopfitting  and  the  Croydon 
Display  Group,  will  be  responsible  for 
northern  national  account  customers. 
Revertex  Chemicals  Ltd:  Mr  Allister 
McLeish  has  been  appointed  finance 
director  in  succession  to  Mr  Alan  Marsh. 
Roussel  Laboratories  Ltd:  Dr  C.  S.  Good 
has  been  appointed  to  the  UK  board  as 
medical  director.  Dr  Good  was  formerly 
senior  medical  advisor  with  Ciba-Geigy. 
Modo  Consumer  Products  have  ap- 
pointed a  new  assistant  sales  promo- 
tions manager,  Louise  Latchford. 
Health  and  Safety  Commission:  Dr 
Cedric  Marshall  Thomas  has  been 
appointed  a  member  by  James  Prior, 
Secretary  for  Employment.  Dr  Thomas 
succeeds  Mr  G.  W.  Bone. 


Pimento:  Jamaican  £1,120  metric  ton  spot:  £1,085. 
Podophyllum:   Root  Chinese  no  spot;   £400  metric 
ton,  cif. 

Quiliaia:  No  spot;  metric  ton;  £760,  cif. 
Saffron:  nominal. 

Seeds:  (metric  ton,  cif)  Anise:  China  £865  for 
shipment.  Celery:  Indian  £440.  Coriander:  Moroc- 
can £210.  Cumin:  Indian  £825.  Fennel:  Indian 
£450.  Fenugreek:  Moroccan  £290;  Indian  £275. 
Senna  (kg)  spot  Alexandria  pods  hand-picked  from 
£2  upwards;  manufacturing  £0.55.  Tinnevelly  faq 
leaves  £0.52;  pods,  faq  £0.46;  hand-picked  £0.55, 
Senega:  Canadian  £9.65  kg  spot;  £8.55,  cif. 
Valerian:  Dutch  £1,910  metric  ton  spot;  £1,860,  cif 
Indian  £1,900  spot;  £1,860,  cif. 

Witchhazel  leaves:  £2.35  kg  spot;  £2.10,  cif  liquid 
£0.50  kg. 

Essential  oils 

Anise:    (kg)    Spot   £13.50;    shipment    £13.25,  cif. 

Cananga:  Indonesia  £15.50  kg  spot;  £15,  cif. 

Cardamom:    English-distilled   £220  kg. 

Cassia:  Chinese  £52.65  kg  spot  nominal;  £50  kg  cif. 

nominal. 

Cedarwood:  Chinese  £1.15  kg  spot;  £1.15,  cif. 
Citronella:  Ceylon  £4  kg  spot;  £3.85,  cif  Chinese 
no  spot;  £3.90,  cif. 

Clove:    Indonesian    leaf   £2.10    kg    spot;  shipment 
£1.70,  cif.  English  distilled  bud  £44. 
Lemongrass:  Cochin  £4.60  spot;  £4.50,  cif. 
Palmarosa:  No  spot;  £14.60  kg,  cif. 
Peppermint    (kg)     A'rvenis — Brazilian    £4.30  spot; 
£4.35,   cif.    Chinese  £3   spot;   £2.92,   cif.  Piperata 
American  from  £14.25  spot;  £14,  cif. 
Petitgrain:  Paraguay  £8  spot;  £7.50,  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  lor  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 

COMING  EVENTS 

Monday,  February  4 

Worshipful  Society  of  Apothecaries  of  London, 

Apothecaries  Hall,   at  6pm.   Sir  Frederick  Warner, 

FRS,  on  "Flow  on  sweet  Thames". 

East  Metropolitan  Branch,  Pharmaceutical  Society, 

Churchill  Room,  Wanstead  Library.  Spatt  Hall  Road, 
Wanstead  E11,  at  8pm.  Mr  G.  R.  Battye  (head 
pharmacist,     Home     Office     prison     service)  on 
"Pharmaceutical  services  to  HM  prisons". 

Tuesday,  February  5 

Harrow  and  Hillingdon  Branch,  Pharmaceutical 
Society,  Himsworth  Hall  Clinical  Research  Centre, 
Northwick  Park,  at  7pm.  Buffet  supper  followed 
by  Miss  S.  Steer  on  "Lifeboats  and  their  Services". 
(Joint  meeting  with  Harrow  division,  BMA.) 

Wednesday,  February  6 

Sheffield  Branch,  Pharmaceutical  Society  with 
Sheffield  Branch,  National  Pharmaceutical 
Association,  Jessops  Hospital  lecture  theatre, 
School  of  Physiotherapy,  Sheffield,  at  8  pm.  Mr  T. 
Astill  (deputy  secretary  NPA)  on  "New  laws 
affecting  the  pharmacist". 

Thursday,  February  7 

Harrogate  Branch,  Pharmaceutical  Society,  Drovers 
Inn,  at  8pm.  Social  evening.  (Mr  P.  Stockham  of 
Puzzleplex  Ltd  will   demonstrate  three-dimensionaJ 
jigsaw  puzzles.) 

Hounslow    Branch,    Pharmaceutical    Society,  West 
Middlesex  Hospital  lecture  theatre,  Twickenham 
Road,   Isleworth,  at  8pm.  Professor  E.  J.  Shellard 
on  "Travels  in  India". 
Bradford  and  Halifax  Branch,  National 
Pharmaceutical  Association,  (Victoria  Hotel, 
Bradford,  at  8pm.  Mr  T.  P.  Astill  (deputy  secretary 
NPA)    on    "Some    legal    pitfalls    in    running  a 
pharmacy". 

Society  of  Cosmetic  Scientists,   Royal  Society  of 
Arts,  6  John  Adam  Street,   London  WC2A,  at 
6.30pm.    Mr    Hans-Otto    Schmidt    (Haarmann  and 
Reimer)  on  "Significance  of  perfume  compounds  in 
product  concept  for  toilet  soaps".    (Joint  lecture 
with   British   Society   of  Perfumers.) 
Thames    Valley    Pharmacists'  Association, 
Sterling-Winthrop  House,  Surbiton,  Surrey,  at 
8pm.  Dr  C.  G.  Sparkes  on  "Topical  steroids". 

Advance  Information 

Marketing  to  women  conference,  February  14, 
Royal   Garden   Hotel,   London.   Organised  by  Benn 
Business  Promotions  Ltd  the  conference  will 
discuss  ways  in  which  to  motivate  and  influence 
women  in  purchasing.  Details  from  Benn  Business 
Promotions  Ltd.  25  High  Street,  Edenbridge,  Kent. 
Counter  prescribing  and  primary  health  care: 
weekend  residential/non  residential  course,  Burton 
Manor,  Adult  Education  College,  Wirral.  Organised 
by  Mersey  Region  Pharmaceutical  Society.  Details 
from  Mrs  P.  E.  Jones,  45  Wicks  Green,  Formby, 
Liverpool  L37  1PP. 

Society  of  Cosmetic  Scientists  dinner  and  dance, 
February  15,  Hilton  Hotel.  Park  Lane.  London  W1. 
Tickets  (£16)  available  from  the  general  secretary, 
Society  of  Cosmetic  Scientists,  56  Kingsway, 
London  WC2B  6DX. 
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STOCKS  FOR  SALE 


<>Oo 


JO/3 


<>OQ. 


■JO/3 


Q 


FOFt  ALL 


"ODD-JOB"  SINGLE-EDGE  BLADES 

The  all-steel  ones  that  resist  bending.  Sold  successfully  for  over 
two  years.  Now  supplied  in  counter  display  boxes  of  1 00  blades 
(20  packets  of  5). 

Individually  wrapped  for  extra  safety. 

£4.80  (£4. 1 7  plus  63p  VAT)  per  box  of  1 00.  Reduction  for  quantity. 
Obtainable  from  all  Unichem  branches  or  direct  from  Global. 
New  accounts,  cheque  with  order  please. 
Wholesale  enquiries  invited. 

"Odd-job"  brand  blades  are  distributed  for  Odd- Job  Blades  Ltd.  by: 

GLOBAL  PHARMACEUTICS  LIMITED 

62  Kenilworth  Road,  Edgware,  Middx.,  HA8  8XD 

Tel:  01-958  5476 


AFRO'  PRODUCTS 

English,  American  and  Caribbean  products.  We  offer  a  unique  ser- 
vice, to  the  retailer,  in  most  popular  brands  of  hair  and  skin  cosmetics. 
Johnson  s,  Palmer's,  St  Clare's.  Dax,  La  India,  etc..  etc 

ZEBBRA  WHOLESALERS, 
127  Stoke  Newington  High  St., 
London,  N16. 

Phone  01-249  3161,  ext.  4/5.  (TC) 


MORE  AND  MORE  CHEMISTS 
ARE  ADDING  NATURAL  FOOD 
SUPPLEMENTS  TO  THEIR  STOCK 


CANTASSIUM  MAKE  THE  FINEST 
RANGE  OF  THESE  AVAILABLE  - 
SPECIAL  TERMS  FOR  CHEMISTS 


VITAMIN  SUPPLEMENTS  |  |  GLUTEN  FREE  FOODS 


CANTASSIUM  PRODUCTS  ARE 
SUPREME  FOR  QUALITY  AND  PROFIT 
Write  for  latest  price  lists  and  special 
offers.  Cantassium  Company  (Dept 
FCD1 ),  225  Putney  Bridge  Road, 
London  SW1 5  2PY.  (5/4W) 


Write  to  Cantassium  for  details. 
Cantassium  Company  (Dept  FCD2), 
225  Putney  Bridge  Road,  London 
SW15  2PY.  (5/4W) 


MANY  FRENCH 
COSMETIC  HOUSES 

AT  BELOW  TRADE 
PERFUMES,  TALCS,  ETC. 
CONSUMER  PRODUCTS 


TEL:  0903-205861 


(TC.F) 


SINGLE  EDGE  BLADES.  20  packets 
of  5  or  cartons  of  100  £4.50  inclusive. 
Immediate  delivery.  Cheque  with  order 
please.  Rolenworth  Ltd.  1-3  Grey's 
Road,  Henley  on  Thames,  Oxon. 

(27/1 2W) 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 

(3/1 W) 


BUSINESS  FOR  SALE 


XI— SOUTH  LANCASHIRE 

VILLAGE — Pharmacy,  near  to  the 
coast,  comprises  of  double  shop  unit 
unopposed  with  potential.  Tur- 
nover, 1978  around  £120,000. 
Property  including  extensive  living 
accommodation.  £42,000,  goodwill 
and  fixtures  £12,000  and  stock  at 
valuation,  around  £16,000. 

X  2  —  SOUTH  MAN- 
CHESTER—Retirement  vacancy 
in  residential  suburb.  Turnover 
£90,780  to  March  1979.  Scripts 
2,500  per  month.  Easily  run,  no 
late  hours.  Property  for  sale  or 
lease  at  £2,600  per  annum. 
Goodwill  and  fixtures  £10,750. 
Stock  at  valuation  £19,000. 

X3— LANCASHIRE— Drug  store 
for  sale.  Turnover,  1979,  over 
£30,000  per  annum.  Should  run 
well  as  pharmacy.  Living  accom- 
modation includes  two  bedrooms, 
bathroom  and  living  room.  Price 
£4,000  for  goodwill  and  fixtures 
and  stock  £5,000  at  valuation. 

X4  —  SOUTH  YORK- 
SHIRE— Retirement  vacancy,  bus- 
iness which  dispenses  2,050  scripts 
per  month  has  scope  for  develop- 
ment of  counter  trade.  Price  £6,000 
for  property,  goodwill,  fixtures  plus 
stock  at  valuation.  Ideal  oppor- 
tunity for  pharmacist  with  limited 
capital. 


X5— HAMPSHIRE— Estate  bus- 
iness on  area  with  property 
development.  Turnover  approx- 
imately £82,500.  Scripts  1,250  per 
month.  Property  on  lease  with  5% 
years  to  run.  Flat  possibly  available, 
price  £14,750  for  goodwill  and  fix- 
tures plus  stock  approximately 
£8,000. 

X6  —  NORTH  EAST  ENG- 
LAND— A  pharmacy  in  out- 
standing town  centre  site,  very  val- 
uable freehold  property  valued  at 
£90,000.  Turnover  of  business  1978 
£148,000,  showing  good  increase  in 
current  year.  Scripts  1,400  per 
month.  Vendor  will  sell  for  property 
value  plus  valuation  of  stock,  esti- 
mated at  £22,000. 

X7  —  WEST  MID- 
LANDS— Excellent  large  premises 
on  city  outskirts.  Turnover  1978, 
£171,714.  Scripts  approx.  2,300  per 
month.  Property  on  long  lease,  val- 
ued at  £25,000.  Capital  required 
around  £33,000  plus  stock  at  val- 
uation. 

X8— DEVON— Precinct  site  in 
prominent  summer  resort.  Lease 
£1,000  per  year.  Turnover 
approaching  £100,000.  1,800 
scripts  per  month.  High  class  agen- 
cies. Goodwill  £22,500  o.n.o.  Fix- 
tures £5,000.  Stock  £20,000  at  val- 
uation. 


V  Ernest  J/George 

GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY.  CHEADLE, 
CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 
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SITUATIONS  VACANT 


ESS 

We  already  enjoy  it- 
we  intend  to  increase  it! 

To  reinforce  our  already  successful  Sales  Division  and 
to  fill  vacancies  generated  by  a  reorganisation  designed  to 
increase  our  strength,  we  seekto  recruit  outstanding  people 
who  have  already  gained  very  substantial  experience  in 
selling,  and,  for  management  posts,  in  sales  trainingand 
sales  management,  with  major  companies  renowned  for  the 
excellence  of  their  salesforces.  We  wish  to  find  people  for 
immediate  employment  and  others  who  will  be  offered  an 
opportunity  to  join  us  during  the  coming  months  as  our 
expansion  plans  are  implemented. 


We  need: 
Salesmen  and  Saleswomen 

Field  Sales  Trainers 

First  Line  Field  Managers 

Senior  Major  Account  Negotiators 

Senior  Field  Sales  Managers 


We  offer: 

Salaries  from  £4,500  to  £10,000  pa 
Commission  and  incentives 
Company  car 

Usual  big  company  benefits 

We  are: 

Manufacturing  chemists  selling  brand- 
leaders  such  as  'Anadin'  analgesic 
tablets. 


Our  standards  are  very  high  -  if  you  believe  you  can 
meetthem,  write  in  confidence  and  tell  me  aboutyourself. 
W.  J.  Vale,  Director  of  Sales,  International  Chemical  Co.  Ltd., 
1 1  Chenies  Street,  London  WC1E  7ET.  Of  course,  all  vacancies  are  open  to  both 

men  and  women. 

INTERNATIONAL  CHEMICAL  COMPANY  LIMITED 


AGENTS 


REPRESENTATIVE 

Area:  West  Midlands,  Warwickshire,  Gloucestershire,  Oxford- 
shire. 

Products:  Comprehensive  range  of  chemist  sundries. 
Remuneration:  Basic  salary  plus  commission.  Company  car  etc. 
Write  for  full  details  and  application  form  to: 
Mr  P.  MURRAY 
PAUL  MURRAY  LTD. 
Speedwell  Close,  Chandlers  Ford  Industrial  Estate 
Eastleigh,  Hants. 


SELF-EMPLOYED 
REPRESENTATIVES 
or  AGENTS 

required  in  all  areas  to  call  on  Chemist  Wholesalers,  Hairdressing 
Wholesalers  and  large  stores  with  our  range  of  hair  and  cosmetic 
brushes.  Must  have  own  transport,  for  which  an  allowance  will  be 
given  on  top  of  our  generous  commission. 
Further  details  from: 

LINCO  IMPEX  LTD. 

62  Charles  Street 

Manchester  M1  7DF 

061-236  3868  or  3578 
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BUSINESS  SERVICES 


SITUATIONS  VACANT 


DO  YOU 


WAREHOUSE  AND 

DISTRIBUTION 

FACILITIES? 

We  are  a  manufacturer  based  in 
the  Home  Counties  marketing  an 
established  branded  range  of 
products  through  the  chemist 
and  allied  trades. 
We  can  now  offer  some  or  all  of 
the  following  options: 

*  Packing  and  warehousing 

*  Distribution  to  the  chemist 
and  drug  store  trade 

*  Marketing  and  sales  support 

*  Office  space  for  you  to  have 
your  "own  man" 

*  Secretarial  and  administrative 
support  services 

Review  your  present  operation 
and  see  if  any  of  the  above 
facilities  could  improve  your 
cost-effectiveness. 

Please  write  in  the  strictest 
confidence  to: 

Box  No. 
C&D  2681 


NATIONAL  HEALTH  SERVICE 

PRESCRIPTION  PRICING  AUTHORITY 

DIVISIONAL  ADMINISTRATOR 

DIVISION  5— NEWCASTLE 

Salary  Scale  14 — £7,032  per  annum  rising  to  a  maximum  of 
£8,551  per  annum. 

The  Divisional  Administrator  is  the  chief  officer  of  the  Division  and 
exercises  operational  control  over  the  services  provided  by  the 
Division,  is  directly  responsible  for  the  operation  and  performance 
of  the  Divisional  office. 

A  pharmaceutical  qualification  and  background  will  be  an  advan- 
tage but  is  not  essential. 

A  strong  administrative  and  managerial  background  will  be  looked 
for. 

A  full  role  specification  and  application  form  are  available  on 
request.  Applications  should  reach  the  Personnel  Officer  by  Tues- 
day, 26th  February,  1980. 

Personnel  Division 

Prescription  Pricing  Authority 

Bridge  House 

152  Pilgrim  Street 

Newcastle  upon  Tyne 

NE1  6SN 


TRADE  SERVICES 


SHOPFITTINGS 


COME  TO  (7/6M) 

ANGLIAN 
MANUFACTURING 
CHEMISTS  LIMITED 

For  all  your  tube,  both  metal 
and   plastic,  filling  require- 
ments. 
Licensed  premises. 
Qualified  Staff. 

Enquiries: 
38/40  Featherstone  Street 

London  EC1Y  8RN 
Telephone:  01-253  0571 


SHOPKIT 

The  world's  first  D.I.Y.  shop- 
fitting  system  can  save  you  as 
much  as  £1 ,500  on  an  average 
refit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT 
50  Ivatt  Way, 
Peterborough  PE3  7PN 
or  telephone 
Peterborough  0733  265263 
(24  hour  cheap  service) 

(TC.W) 


GENERIC 
BLETS 


Approved  Prescription  Services  Limited 

CLECKHEATON.  WEST  YORKSHIRE.  BD19  3BZ. 
TELEPHONE:  -    CLECKHEATON  (0274I  876776 


STOCKS  WANTED 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  OBA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London 

E.C.1.  (TC.W) 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  ShOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  0PD. 
Tel:  01-946  2291.  (TC.W) 

SHOPFRONTS— SOUTHERN  ENG- 
LAND. A  quality  prouct  at  competitive 
prices.  For  a  free  quotation  without 
obligation  Tel:  Worthing  (0903)  5041 85. 

(16/2) 


Please  mention 
C&D  when  replying 
to  advertisements 


MISCELLANEOUS 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. (TC.W) 


"FASHION  JEWELLERY" 
Jodez  (Manchester)  Ltd., 
34  Shudehill,  Manchester  M4 1  EY 
Tel:  061-832  6564 

Largest  and  most  exclusive  range 
of  direct  and  imported  continental 
jewellery.  (TC.F) 


I  ypesetting  and  graphics  by  Tottenham  Typesetters  Lid.,  London  N1 5.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD.,  25  New  Street  Square,  London 

EC4A  3JA.  Registered  at  the  Post  Office  as  a  Newspaper  23/17/24S 


PROFIT 


PORTIA 

A  CENTURY  OF  SERVICE 

HOLDALLS  &  SPONGE  BAGS 
NERISSA'  POWDER  PUFFS 
WATERSPRITE'  FACE  CLOTHS 
BATH  HATS  &  LOOFAH  GLOVES 
MANICURE  REQUISITES 
EASIFIX'  FINGER  STALLS 
MEDICAL  GLASSWARE 
'  JUSTSO'  WRIST  STRAPS 

SEE  OUR  SKIN  PACKED  RANGE 

ASK  FOR  FULL  LISTS 

A  \ 


PORTIA 


Manufactured  by  SOLPORT  BROS.  LTD. 
Goring-by  Sea,  Worthing,  Sussex,  England. 
Tel:  Worthing  (0903)44861.  Telex  87109. 


winlam 


for  twin  lamb 
disease 


Winlam  is  the  unique  and  established 
remedy  for  pregnancy  toxaemia  in  ewes 
(twin  lamb  disease).  Peak  sales  of  the 
product  are  January-March. 

Winlam  comes  within  the  'Pharmacy 
Only'  category  under  the  Medicines  Act 
and  thus  supplies,  are  restricted  to 
pharmaceutical  channels. 

Current  advertising  in  the  'Farmers 
Weekly'  directs  sales  to  chemists. 

For  terms  write  or  'phone  today. 

HODGES  &  MOSS  Ltd 

Harlescott  Lane,  Shrewsbury,  Salop 
Tel:  Shrewsbury  (0743)  51558 


ALPHAKIL 

FOR 
MICE 

rentgEil1 

PRODUCTS  THE  PROFESSIONALS  USE 

Silcl^'i:  LTD'  PR0°UCTS  DIVISION,  FELCOURT.  EASTGRINSTEAD 
WEST  SUSSEX,  RH19  2JY,  Telephone:  Lingfield  (0342)  833022 


SOLVE  CONTACT  LENS  SOLUTION  PROBLEMS 
FROM  THE  LARGEST  STOCKS  IN  THE  U.K. 

For  quality,  for  reliability,  for  service 
contact  Reggie  Ormes,  M.C.L.  Ltd., 
Castleham  Road,  St.  Leonards-on -Sea, 
East  Sussex,  TN38  9NB 
Telephone  Hastings  53381  -7 


I 


ORALCER 


CONTROLLED  RELEASE     f  UfMITU  ItlAnUI 

pellets   MOUTH  ULCERS 

Retail  Price  38p       Trade  Price  £2.60  per  dozen 
Available  from  your  local  wholesaler  and  from  Vestric  Ltd. 

Vitabiotics  Ltd.      1.  Beresford  Avenue,  Wembley  (Middx.) 


I 


2  February  1980 


Chemist  &  Druggist  187 


Happy  snaps  make  happy  families. 

Pages  from  the  Andrex  family  album  are  currently  being  exposed 
all  over  the  country. 

This  is  all  part  of  the  Andrex  women's  press  campaign  in  full 
colour,  featuring  scenes  from  the  Andrex  television  commercials. 

The  Andrex  puppy  is  on  full  view  all  the  year  round, 
offering  your  customers  softness,  strength  and  length, 
all  in  one  pack. 

That's  why  Andrex  business  is  such  good  busi- 
ness, and  why  Andrex  outsells  its  nearest  competi- 
tor by  more  than  three  to  one. 

It  all  helps  to  keep  Andrex  customers  smiling. 

Soft,  strong  and  very  long. 

Andrex  is  a  Bowater  +  Scott  quality  product 


CD  supmb«hi  — 

Beauty  Bu  si  ness 


SUPERSOFTS  HAIR  CARE  RANGE 
COULD  DO  WONDERS  FOR  HIM. 


Not  much  for  his  appearance,  perhaps, 
but  his  bank  balance  should  improve. 
Since  its  relaunch  last  Summer, 
Sterling  sales  of  Supersoft's  hair  care  range 
have  increased  by  61%. 

A  lot  of  ladies  discovered  that  Super- 
soft  will  cope  with  their  hair. 

Whatever  its  mood  and  condition. 
This  year  we* re  spending  a  further 
£750,000  on  advertising. 


So  even  more  women 
will  be  asking  for  Supersoft. 

Make  sure  you've  got 
enough  in  stock.  Or  you'll 
never  get  them  out  of 
^  your  hair.  0 

Supersoft 


Accelerate  your  profit 
with  the  No.l  in  Footcai 


Supported  by  the  biggest  promotional  spend  ever,  from  January  through  to 
December  with  advertising  on  Television,  in  Women's  Magazines  and  in  the 

National  Press,  plus  Transport  Advertising. 

Increased  promotion,  increased  sales,  increased  profits 


Scholl 


Scholl  (UK)  Limited 

182-204  St.  John  Street,  London  ECLTel  01-253  2030 
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COUNTERPOINTS 
REVIEW 


Vichy  have  found  a  foolproof  way  of 
tackling  the  increasingly  complicated 
problem  of  sun  care.  They  are  simpli- 
fying it.  They  feel  that  there  are  too 
many  products  on  the  market  today, 
all  claiming  'bigger  and  better  results, 
some  by  the  latest  scientific  methods, 
others  by  miracle  ingredients  and  still 
others  by  multiple  choice.  A  mental  pic- 
ture is  conjured  Of  the  happy  holiday- 
maker  on  his  or  her  way  to  the  sun  with 
a  hold-all  full  of  clothes  and  a  trunk  for 
their  tanning  preparations — not  to  men- 
tion a  brief  case  for  the  directions-for- 
use  bumpf. 

No,  they  say,  no  more.  There  is  after 
all,  no  mystique  about  careful  tanning, 
it  simply  takes  a  little  time,  (a  com- 
modity which  needs  no  suitcase  space)  a 
lot  of  comon  sense  (ditto)  and  the  help  of 
one  or  two  simple  products  which  help 
the  skin  do  its  natural  job  of  protection. 
Remember  a  tan  is  just  the  skin's  way 
of  protecting  itself  from  the  sun. 

For  the  1980  season,  therefore,  Vichy 
have  introduced  a  new  sun  care  range. 
They  tell  us  that  in  order  to  develop  this 
they  worked  on  the  following  premise: 
"Although  the  actual  tanning  process  is 
complex,  science  has  made  the  problem 
of  helping  the  skin  do  its  job  more  effici- 


ently, relatively  simple.  Since  the  differ- 
ence between  the  various  filter  numbers 
is  so  small  our  products  suit  the  needs  of 
a  large  majority  of  the  population  by 
offering  a  simple  choice  between  the 
highest  factor  (6)  and  the  lowest  we  con- 
sider offers  safe  protection  (3)."  The  re- 
sult is  a  complete  and  uncomplicated 
range  of  five  products — Vichy  suntan 
lotion  or  cream  in  index  three  and  index 
six  and  a  soothing  after-sun  product. 

Index  three  products  are  recom- 
mended for  skin  which  is  "normally  or 
slightly  sensitive"  or  for  skin  which  is 
already  accustomed  to  the  sun.  Index 
six  products  afford  extra  protection  for 
very  sensitive  skin  or  for  use  in  intense 
sunshine,  such  as  on  the  sea,  in  the 
mountains  or  in  particularly  hot  climates 
near  the  equator.  Creams  are  better  for 
the  more  delicate  areas  of  the  body  like 
the  face  and  breasts  where  a  thicker 
protective  layer  is  required.  The  lotions 
which  are  light  and  easy  to  apply  are 
ideal  for  larger  areas  like  the  back, 
stomach  and  limbs. 

The  after-sun  lotion  will  help  counter 
any  tautness  or  dryness  experienced  after 
a  day  spent  sunbathing.  It  is  cooling,  too, 
and  even  helps  relieve  minor  sunburn.  A 
handy  tip  is  to  use  it  before  going  on 
holiday  so  the  skin  is  well  moisturised 
and  ready  to  tan  beautifully  and  evenly. 

Simple  isn't  it?  Depending  on  the  kind 

...  a  simple  choice  between 
the  highest  factor  and  the 
lowest  .  .  . 

of  skin  (normal,  those  already  tanned  or 
sensitive),  the  type  of  holiday  considered 
and  where  (a  Mediterranean  paddle  or  a 
mid-Atlantic  cruise),  customers  need 
either  index  three- or  six.  And  depending 
on  personal  preference  they  need  a  lotion 
or  a  cream,  although  for  maximum  pro- 
tection both  could  be  used.  And  every- 
one needs  an  after-sun  product.  The  new 
Vichy  sun  care  range  will  be  available 
for  sale  from  March  (index  three  lotion 
and  cream  and  after-sun  lotion  £2.50 
each,  index  six  lotion  and  cream  £3 
each). 

They  are  said  to  consist  of  a  "unique 
combination"  of  two  carefully  selected 
filters  (benzylidene-camphor  and  p-meth- 
oxylhexyl)  to  Obtain  a  high  absorption  of 
the  harmful  rays  of  the  sun  while  allow- 
ing a  natural  and  progressive  tan.  The  fil- 
ters are  incorporated  in  a  water-in-oil 
emulsion,  a  light  fluid  which  will  not 
stain  clothes  or  leave  the  skin  feeling 
greasy,  and  'its  light  perfume  is  said  to  be 
unlikely  to  irritate  even  sensitive  skins. 
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Evidence-a  new  concept 
in  skin  care 


Health  warning:  Daylight  can  seriously 
damage  your  skin.  No,  not  just  sun- 
light, but  any  sort  of  daylight.  The 
damaging  effects  of  the  sun  on  the  skin 
are  easy  to  see,  and  you  know  when 
you're  in  danger  because  the  sun  is 
shining.  But  certain  rays  of  the  sun 
which  can  penetrate  the  thickest  cloud 
can  damage  your  skin  and  in  a  way 
that  is  virtually  undetectable — at  first. 

It's  easy  enough  on  grey,  drizzly  Bri- 
tish days  to  forget  that  "up  above  the 
clouds  somewhere"  the  sun  is  still  shin- 
ing. And  it's  pouring  forth  ultra-violet 


rays.  There  are  two  kinds  of  these  rays, 
as  regular  Beauty  Business  readers  know. 
Those  called  UVB  rays  are  the  ones 
that  will  tan  you  in  the  summer.  Their 
harmful  action — and  they  are  harmful 
— is  experienced  as  sunburn.  Our  skin 
can  retaliate  however,  and  once  it  has 
got  over  the  shock  of  being  attacked 
by  UVB  rays,  it  reacts  by  forming  a 
tan  as  a  protective  layer.  The  only  long- 
term  damage  comes  from  severe  sun- 
burn or  prolonged  exposure  to  the  stron- 
gest of  these  rays. 

Scientists  have  now  discovered,  how- 


ever, that  the  UVA  rays  are  far  more 
pernicious.  These  sneaky  so-and-so's  at- 
tack  the  skin  all  the  time,  even  on  the 
dullest  days,  and  although  no  immediate 
ill-effects  are  apparent,  they  are  even 
more  damaging  in  the  long  term. 

UVA  rays  penetrate  deeper  into  the 
layers  of  the  skin  than  do  UVB  rays 
and  in  doing  so  they  destroy  the  colla- 
gen fibres  which  maintain  the  skin's  elas- 
ticity. Eventually,  iherefore,  the  effect  of 
these  rays  becomes  virtually  irreversible. 
Lines  and  wrinkles  appear  and  prema- 
ture ageing  of  the  exposed  areas  of  skin 
occurs.  To  prove  this  all  one  has  to  do 
is  compare  the  skin  of  face,  neck  and 
hands  with  that  of  the  inner  arm  and 
feel  the  difference  in  texture. 

Since  these  UVA  rays  penetrate  even 
British  skies  there  is  literally  no  escape. 


Face  up  to  sun  and  winds  with  confidence 
when  using  Evidence 


They  are  even  rumoured  to  penetrate  I 
glass,  so  staying  indoors  won't  help.  I 
Tough  luck  folks,  your  face  is  going  to  I 
get  okkr  faster  than  you  are.  The  only  H 
way  to  slow  this  process  down  is  to  u 
stop  the  penetration  of  skin  by  UVA  H 
rays.  And  sun-screens  won't  do  it.  All  I 
they  protect  the  skin  from  are  UVB  rays.  I 

Until  now  .  .  . 

Beecham,  Scott  &  Bowne  claim  that  now  B 
there  is  a  new  product  which  does  help  II 
protect  skin  from  UVA  nasties  as  well  1 
as  UVB  ones.  It  is  a  range  called  Evi-  HI 
dence.  There  are  three  Evidence  products 
(C&D,  January  5,  pi  2),  a  deep  mois- 
turising cream,  a  lotion  and  a  cleanser. 

The  cleanser,  by  its  very  removable 
nature,  does  not  have  the  same  proper- 
ties as  the  moisturiser,  but  it  has  its 
own  claim  to  fame.  It  is  said  that  be- 
cause of  its  formulation  there  is  no  need 
to  follow  it  with  a  toner.  Most  cleans- 
ers, however  non-greasy,  tend  to  leave 
some  sort  of  residue  that  is  best  removed 
with  a  toning*  lotion.  Evidence  deep 
cleansing  lotion  (125ml  £1.50)  is  de- 
scribed as  having  a  "special  volatile" 
base.  This  means  that  it  is  formulated 
from  available  solvents  which  evaporate 
very  quickly  at  room  temperature  and 
therefore  ensure  a  clear,  oil-free  surface, 
such  as  would  normally  be  obtained 
from  a  toner. 

The  Evidence  moisture  products  are 
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available  either  as  a  cream  (50ml  jar 
£2.30)  or  a  lotion  (125ml  bottle  £2.30). 
Many  women  now  like  to  use  a  cream 
at  night  and  a  lotion  during  the  day, 
but  the  company  says  that  both  products 
act  as  a  suitable  base  for  make-up. 

Product  manager,  Mike  Gilmer,  talks 
of  Evidence  as  the  skin-care  of  the  fu- 
ture. Admitting  that  many  companies 
have  been  looking  at  products  which  can 
protect  skin  from  the  harmful  effects  of 
the  sun,  more  of  which  are  being 
acknowledged  every  year,  he  adds:  "We 
are  just  lucky  enough  to  be  the  first. 
Evidence  eliminates  about  50  per  cent 
of  the  radiation,  thus  protecting  against 
premature  ageing.  It  is  also,  "he  claims," 
a  very  good  moisturiser." 

The  Evidence  lotion  products  are 
packed  in  glass  bottles  and  the  cream  in 
a  jar.  They  are  also  cartoned  and  each 
carton  contains  an  explanatory  leaflet. 
The  decision  to  "get  it  into  glass"  was 
taken  because  the  company  believes  it 
"fits  the  positioning  of    the  product". 


Rather  than  be  seen  as  a  frivolous  cos- 
metic they  want  Evidence  to  be  ap- 
proached as  a  serious  skincare  product. 
The  Beecham  group  have  a  long  his- 
tory of  serious  research,  after  all,  and 
their  move  into  the  skincare  market  is 
described  as  an  area  of  committed  de- 
velopment  for  them. 

They  recognise  that  there  is  a  high 
degree  of  consumer  conservatism  with 
regard  to  skincare  products  and  believe, 
therefore,  that  trial  is  critical.  As  Mike 
Gilmer  pointed  out,  the  company  re- 
cognises that  many  consumers  will  asso- 
ciate the  name  Beecham  with  the  pow- 
ders of  that  name  and  envisage  the 
manufacturers  as  "men  in  white  coats". 
This,  they  feel,  is  entirely  consistent  with 
the  Evidence  skincare  story.  And  believe 
that  people  will  understand  that  the 
same  sort  of  clinical  research  has  been 
undertaken  in  the  production  of  Evidence 
as  in  the  medicinal  products. 

Consumer  trial,  which  as  Mike  Gilmer 
said,  is  regarded  as  vital,  is  being  en- 


couraged by  sample  size  packs  being 
available  for  sale  at  £0.39  each.  A  leaf- 
let is  given  away  with  each  pack  which 
explains,  in  detail,  but  in  simple  terms 
why  Evidence  is  claiming  to  be  different 
from  other  moisturisers  in  that  screen- 
ing agents  for  both  UVA  and  UVB 
rays  have  been  included.  This  does  not 
mean,  however,  that  Evidence  is  a  sun- 
screen. You  will  tan  when  using  it  and 
the  application  of  a  separate  product 
is  necessary  when  sunbathing. 

Although  Mike  Gilmer  admits  rue- 
fully that  there  are  several  obvious  puns 
to  be  made  on  the  name  of  the  product, 
he  explained  that  it  was  chosen  because 
it  seemed  to  tie  in  with  the  whole  pro- 
duct proposition  encompassing  the  scien- 
tific development  and  the  fact  that  it 
demonstrably  improves  the  texture  of 
the  skin.  There  is  nothing  like  evidence, 
however,  so  at  the  risk  of  being  obvious 
one  could  encourage  customers  to  try 
it  and  see  the  evident  improvement  for 
themselves. 


We  have  an  enviable 
reputation  for  making 
quality  hairbrushes 

The  Denman  Brush  is  40  years 
old.  Over  the  years  it  has  been 
developed  to  meet  the  high 
technical  advances  of  modern 
hairdressing. 

The  Denman  range  of  brushes 
has  a  reputation  throughout  the 
world  second  to  none  and  are 
distributed  to  over  90  countries. 

Look  out  for  the  name  Denman, 
the  most  technologically  advanced 
quality  hairbrush  on  the  market 
today- 
Available  from  leading  depart- 
ment stores  and  chemists, 
including  Boots  branches 
throughout  the  UK. 

DESMAN 

Preferred  by  professionals  worldwide 


Denroy  International  Limited  Denroy  House  85  Brighton  Road  Surbiton  Surrey  KT6  5NX  Telephone  01-399  4151  (PBX)  Telegrams  Denroy  Surbiton 
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COUNTERPOINTS 
REVIEW 

Not  waving -but  Raving 


Fewer  women  are  perming  their  hair.  Not 
true?  Well,  maybe  not.  But  many  older 
women  have  recently  become  disenchan- 
ted with  the  weekly  or  fortnightly  visits 
to  the  hairdresser  that  a  perm  can  neces- 
sitate. Having  toyed  with  the  idea  of  a 
home  perm  they  have  rejected  this  too 
because  of  the  uncertainty  as  to  their 
efficacy,  worry  about  using  them  on 
coloured-treated  hair  and,  above  all,  dis- 
gust at  their  smell. 

These  facts  have  worked  also  to  put 
off  younger  women  who  might  otherwise 
have  thought  of  experimenting  at  home 
with  curling  their  hair.  The  fashion  for 
the  ultra- tight  frizzy  curl  perm  has  passed 
anyway,  dedicated  followers  are  now 
being  told  they  should  wear  their  hair 
in  soft  curls  and  gentle  waves.  But  how, 
dear  advisor,  to  achieve  them? 

Last  autumn  saw  the  introduction  to 
the  UK  of  a  product  that  promised  cus- 
tomers and  trade  alike  that  it  would 
"revolutionise"  the  home  perm  market. 
Lightwaves  from  Gillette  (Beauty  Busi- 
ness, December  8,  p3)  was  the  first  "non- 
thio"  and  therefore  non-smell  home 
perm  to  reach  these  shores  from  Ame- 
rica. But  the  first  to  have  been  launched 
in  the  States — Rave,  from  Chesebrough- 

Our  before  and  after  pictures  amply 
demonstrate  the  value  of  a  Rave  soft  perm. 
The  straggly  untidy  hair  on  the  left  could 
hardly  be  dignified  with  the  word  style, 
unlike  the  neat  stylish  head  on  the  right. 

Ponds — was  hovering  in  the  background, 
ft  was  to  have  been  launched  this  spring 
but  Roy  Gaton  of  Chesebrough-Ponds 
UK  candidly  admits  that  the  launch  of 
Lightwaves  precipitated  their  arrival  in 
the  marketplace.  He  agreed  that  they 
had  had  to  bring  forward  the  introduc- 
tion of  Rave,  and  that  December  had 
not  been  the  ideal  time  for  its  launch. 
He  promised,  however,  that  the  company 
would  be  backing  it  with  "vast  invest- 
ment. There's  no  way,"  he  added,  "that 
we  are  going  to  be  left  behind." 

To  a  certain  extent,  the  UK  company 
regards  the  launch  in  the  States  as  their 
test  market.  It  performed  gratifyingly 
well,  achieving  a  10  per  cent  share  in 
the  first  two  months,  even  before  the 
advertising  broke.  They  were  number 
two  in  six  months  and  brand  leader  in 
eight.  They  now  claim  a  30  per  cent 
share  of  the  American  market,  and  say 
that  the  experience  in  that  country  has 
meant  that  any  rough  edges  have  been 
smoothed  out,  permitting  them  to  go 
straight  into  a  national  UK  launch. 

The  company  believes  that  two  out 
of  three  buyers  of  Rave  will  be  new 
users  of  home  perms.  The  potential  for 


this  market  in  the  UK  is  believed  to  be 
vast.  A  research  study  has  shown  that 
repeat  purchase  is  likely  to  be  high.  Even 
before  a  trial  two  out  of  three  women 
said  they  would  buy  again,  but  amaz- 
ingly enough  after  use  a  whopping  three 
out  of  three  said  they  would  buy  Rave 
again. 

"As  far  as  we  can  see,"  continued 
Roy  Gaton,  "Lightwaves  is  being  aimed 
almost  exclusively  at  the  younger  end 
of  the  market.    Our    spread  is  much 


A  Rave  perm  will  last  from  two  to 
three  months.  Since  hair  grows  on  aver- 
age less  than  an  inch  per  month  trim- 
ming the  ends  will  not  affect  the  full- 
ness of  the  perm,  says  the  company. 
The  complete  kit  (£2.75)  comes  with  40 
plastic  curlers,  conditioning  waving  lo- 
tion, neutraliser,  endpapers  perforated  to 
allow  even  distribution  of  the  lotion,  a 
plastic  turban,  a  step  by  step  instruction 
sheet  with  illustrations  and  the  Rave 
book  of  classic  hairstyles  which  explains 


wider."  Unlike  Lightwaves,  Rave  is  a 
two-step  product.  Roy  Gaton :  "We  have 
looked  at  one-step  perms,  but  don't  see 
any  consumer  advantage."  Because  the 
company  believes  that  the  building  of 
consumer  confidence  is  vital,  their  adver- 
tising programme  is  being  backed  by 
local  teach-ins.  There  will  also  be  a  cam- 
paign in  women's  magazines  to  put  across 
the  advantages  of  Rave  soft  perm. 
Double-page  colour  spreads  will  be  fea- 
tured from  this  month  in  weekly  and 
monthly  magazines  including  Woman's 
Weekly,  Woman's  Own,  She,  Woman  & 
Home,  Good  Housekeeping,  True  Story 
and  True  Romances  followed  by  regular 
single-page  advertisements.  A  television 
campaign  has  already  begun. 

Rave  soft  perm  is  claimed  to  be 
unique.  Its  formula  works  with  an  odour- 
free  bisulphite  system  said  to  be  so 
gentle  that  the  hair  cannot  over-curl.  It 
is  also  said  to  improve  the  condition  of 
the  hair,  add  lustre  and  body  and  make 
the  hair  softer.  It  does  not  dry  out  the 
hair  and  eliminates  frizz.  It  is  also  clai- 
med to  be  safe  to  use  on  highlighted, 
bleached  or  tinted  hair. 


how  to  achieve  ten  hairstyles  from  sleek 
styles  to  curly  ones.  The  refill  kit  (£1.75) 
contains  all  items  except  curlers.  The 
style  booklet  is  also  dispensed  free  from 
the  point-of-sale  unit  so  that  the  poten- 
tial buyer  can  take  it  home  and  read  it 
at  her  leisure. 

At  the  moment  £56  million  a  year 
is  still  being  spent  in  the  UK  on  salon 
perms,  despite  their  decline  in  popularity. 
Chesebrough-Ponds  are  confident  that 
Rave  soft  perm  will  attract  the  younger 
user  out  of  the  salon  and  back  into  her 
own  bathroom — so  just  think  how  much 
of  that  money  will  end  up  in  your  cash 
till. 

Let  us  not  forget  the  "he"  element. 
We  have  been  talking  about  encouraging 
women  to  try  a  home  perm  for  the 
first  time  without  the  fuss  and  pong, 
but  we  have  not  mentioned  the  fact 
that  the  ease  and  nasally-appealing  quali- 
ties of  Rave  might  well  persuade  the 
male  of  the  species  that  for  too  long 
has  he  been  toying  with  the  idea  of 
a  perm,  now  he  must  do  something 
about  it.  So,  ladies,  make  a  belated  re- 
solution— get  a  head  and  perm  it! 
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SELLING 

Point-of-sale  in  the  eighties  - 
a  threatened  species? 


Listen  to  the  complaints  of  a  group  of 
independent  chemists  and  among  them 
will  be  the  flooding  of  their  premises  by 
point-of-sale  items  from  manufacturers. 
Hampered  by  lack  of  space  and,  it  has 
to  be  admitted,  occasionally  also  by  a 
lack  of  critical  appreciation  of  the  finer 
points  of  display,  many  retailers  have 
always  resented  these  items.  Too  often, 
therefore,  they  have  been  consigned  to  a 
back  room  or  a  dustbin. 

Were  these  retailers  to  stop  grumbling 
for  a  moment,  however,  they  might  be 
surprised  to  realise  just  how  little  point- 
of  sale  material  they  have  received 
recently.  It  appears  that  manufacturers 
are  no  longer  designing,  producing  or 
sending  out  so  many  of  these  items.  This 
is  not,  however,  as  a  result  of  the  moans, 
but  for  a  reason  much  closer  to  their 
hearts — sheer  economics. 

It  is  no  longer  an  economic  proposi- 
tion to  spend  £6  or  so  on  the  manufac- 
ture of  a  display  piece,  plus  £3  on  its 
delivery  and  a  further  £6  on  its  erection. 
But  before  the  cheering  starts,  think  what 


The  assistant  is  of  course  a  major 
point-of-sale  item.  The  way  she  looks, 
presents  herself  and  how  much  she 
knows  about  the  product  she  is  selling  are 
all  vital  ingredients  to  a  successful  sale, 
a  satisfied  customer  and  a  happy 
employer 


this  will  mean.  OK,  shops  will  not  be  so 
cluttered  with  wobblers,  talkers,  organi- 
sers, dump  bins  or  selfasta  units  (Beauty 
Business,  June  9,  1979,  pi  6).  But 
neither  will  there  be  anything  supplied 
free  by  the  manufacturer  to  draw  the 
attention  of  a  customer,  no  reminder  of 
last  night's  television  ad,  no  come-on  to 
encourage  an  impulse  buy. 

Those  subtle  forms  of  persuasion  are 
now  going  to  have  to  be  supplied  by  the 
retailer  for  that  seems  to  be  the  way 
the  marketing  pendulum  is  swinging. 
Manufacturers  are  now  putting  their 
money  firmly  behind  the  sell-in — that 
is,  the  effort  of  making  the  retailer  stock 
the  product.  Moving  it  off  his  shelves 
has  now  become  almost  entirely  the 
the  retailer's  problem.  Or  if  it  hasn't  yet, 
it  will,  because  the  answer  to  our  title's 
question  is  yes,  point-of-sale  is  a  threat- 
ened species. 

Beauty  Business  talked  to  Roger 
Seabrook  of  Marketing  Aids  Ltd  about 
this  problem.  Before  peering  into  the 
future  Mr  Seabrook  looked  back  a  few 
years,  remembering  a  time  when  he 
had  no  trouble  placing  POS  (point-of- 
sale)  material  in  almost  any  outlet.  "We 
had  no  major  problems  in  those  days.  Of 


course  we  thought  we  did,  but  with 
hindsight  we  know  better.  We  began  to 
notice  a  change  about  three  years  ago. 
Chemists  became  much  more  selective. 
This  probably  coincided  with  the  time 
when  they  really  began  to  feel  the  profit 
pinch.  They  wanted  free  point-of-sale 
items  and  preferably  dealer-loaded  pack- 
ages. Then  there  was  a  move  to  the 
American  system  of  POS  items  dispensing 
products.  These  were  well  received  but 
now  the  tide  seems  to  be  turning  again. 


We  thought  gravity  fed  POS  items  were 
winners  for  the  future  and  are,  frankly, 
surprised  to  find  ourselves  wrong." 

As  far  as  helping  to  display  a  product, 
manufacturers  are  not  doing  half  as 
much  for  the  retailer  as  they  used  be- 
cause budgets  are  being  slashed.  "The 
emphasis  has  changed,"  says  Mr  Sea- 
brook, "we  now  find  ourselves  involved 
in  setting  up  displays  at  small  exhibitions. 
A  manufacturer,  or  group  of  manufac- 
turers, sets  up  a  mini-exhibition  and 
invites  local  retailers  to  come  along, 
perhaps  have  a  drink  or  a  meal,  and  to 
buy  in  that  way.  The  initiative  to  sell-out 
has,  therefore,  shifted  to  the  retailer." 

All  this  is  not  to  say  that  manufac- 
turers are  not  interested  in  moving  their 
product  off  the  shelves.  That  would  be 
foolish.  But  they  are  changing  their 
strategies  and  putting  their  money  behind 
different  aspects  of  marketing.  Promo- 
tions are  being  used  more  and  more — 
gift  with  purchase  or  two  offered  for  the 
price  of  one  persuading  the  punter  to 
buy  product  A  instead  of  B.  Discount- 
ing, too,  is  becoming  more  important  in 
almost  every  type  of  outlet. 

Mr  Seabrook  feels  that  there  is  one 
way  in  which  this  lack  of  display  support 


from  the  manufacturers  could  be 
regarded  as  a  good  thing.  Chemists,  he 
said,  were  getting  to  the  stage  where  they 
regularly  expected  certain  types  of 
merchandise  and  merchandising  to  appear 
during  any  given  season.  "It  was  all 
becoming  a  bit  routine.  This  new 
attitude  may  well  allow  for  some  fresh 
thinking.  "He  sees  many  small  retailers, 
including  chemists,  becoming,  either 
through  necessity  or  force  majeure,  much 
more  aggressive  in  their  own  marketing." 

We  have  already  mentioned  the  local 
mini-exhibitions  held  by  some  manufac- 
turers or  wholesalers.  These  are  not 
always  quite  so  mini,  as  it  seems  that 
retailers  are  attracted  by  an  evening  out, 
a  free  drink,  perhaps  a  meal  and  a 
friendly  chat  with  local  rivals.  Although 
the  manufacturers  are  holding  these 
evenings  in  order  to  save  a  little  money, 
it  is  not  only  a  one  way  process.  Of- 
course  it  is  more  cost  effective  to  invite 
a  number  of  retailers  to  come  to  them, 
rather  than  spend  the  man  hours  and 
petrol  costs  running  around  and  visiting 
the  retailers,  but  when  a  large  group 
organises  something  of  this  sort,  with 
many  manufacturers  co-operating,  they 
can  also  offer  discounts  to  those  coming 
along  to  buy. 

"Another  marked  change,"  continues 
Mr  Seabrook,"  has  been  the  cutback  in 
merchandising  forces.  This  has  also  been 
left  more  and  more  to  the  retailer,  as 
have  the  stockturn  and  re-ordering  pro- 
cedures. Again,  instead  of  a  man 
coming  in  to  the  shop  and  spending  a 
few  minutes  with  the  retailer,  he,  the 
retailer,  receives  a  phone  call  from  a 
bright  tele-sales  girl  who  wishes  him  a 
nice  day  and  says:  "Oh,  by  the  way, 
why  don't  you  just  have  a  look  on  your 
shelves  and  see  how  much  more  dum- 
dum you  need?  The  retailer  has  spent 
so  long  moaning  about  disrupting  calls 
by  reps,  he  hasn't  yet  realised  how  much 
more  of  his  time  and  energy  these  phone 
calls  take  up." 

"To  be  frank,"  concluded  Mr  Sea- 
brook," the  picture  looks  fairly  bleak 
for  people  who  make  POS  items.  One 
possible  growth  area  is  that  of  the  pop- 
up, an  easily  put  together  piece  of  POS 
which  can  be  folded  flat  and  mailed  to 
the  retailer." 

All  in  all  however  Mr  Seabrook  is 
glad  that  his  own  operation  covers  the 
areas  of  marketing  aids  and  are  grow- 
ing— like  display  kits  for  those  exhibi- 
tions and  promotional  items.  He  feels 
sorry  for  small  retailers  though:  "They 
are  being  discarded  because  it's  be- 
coming too  expensive  to  service  them". 
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SCIENTISTS  HAVE 
PROVED  fVIDfllCf 
IS  THE  MOST 
ADVANCED  SKIN  CARE 
AVAILABLE  TODAY. 


What  is  new  Evidence? 

Made  by  Beecham,  it's  undoubtedly 
the  most  exciting  range  of  skincare  products 
yet  to  come  on  to  the  market. 

After  years  of  exhaustive  research  into 
the  prevention  of  premature  ageing,  Beecham 
Skincare  scientists  have  developed  Evidence. 

Evidence  is  the  first  moisturiser  and 
cleanser  which  can  offer  a  woman  the  certainty 
of  caring  for  her  skin  more  effectively. 

What  can  Evidence  Moisturiser  do 
for  skin  that  no  other  moisturiser  can? 

Evidence  is  the  only  moisturiser  that 
can  protect  the  skin  from  the  harmful  UVA 
and  B  rays  which  are  present  in  all  daylight. 

Evidence  is  unbeatable  at  preventing 
the  natural  moisture  which  already  exists  in 
the  skin  from  escaping. 

Evidence  nourishes  the  skin.  Its 
texture  enables  it  to  be  easily  absorbed  for 
maximum  benefit. 

Evidence  is  very  pleasant  to  use.  Its  non- 
greasy  texture  is  easy  to  apply,  light  and  smooth. 

What  can  Evidence  Cleanser  do  for 
the  skin  that  no  other  cleanser  can? 

Evidence  is  the  first  cleanser  that  not 
only  cleanses  the  skin  but  also  refreshes  it  at 
the  same  time. 


Evidence  cleanser  enables  the  dirt 
and  cleanser  to  be  wiped  away  in  one  action. 

Evidence  leaves  the  skin  feeling 
invigorated,  toned-up,  clean  and  fresh. 

Evidence  is  not  just  a  new  cleanser  it 
also  gives  a  totally  new  feeling  of  cleanliness. 

Both  Evidence  Cleanser  and  Moisturise 
are  remarkable  in  their  effectiveness.  In  tests 
held  over  several  years  with  women  of  varying 
skin  types,  our  scientists  have  proved  that 
Evidence  really  works.  Which  is  why  one  of 
our  advertisements  in  the  launch  campaign 
can  claim  'Growing  older  is  inevitable, 
looking  older  isn't! 

As  a  company  Beecham  have  a 
consistent  reputation  for  producing  superior 
products.  The  new  Evidence  range  is  certainly 

When  we  claim  in  our  advertising  that 
Evidence  can  keep  the  skin  looking  youthful 
longer,  it's  because  we  can  substantiate  that  claim 

We've  proved  Evidence  works,  now 
let  the  sales  prove  it  to  you. 


Beecham  Scott  &  Bowne 

the  Chemist  specialists 

NewfVIDENCfworks- 
mr  sales  will  prove  it 


V 


Pertaining  to  plates 


My  feet  hurt.  Here  I  am  sitting  at 
a  desk,  exercising  only  my  fingers  (well, 
three  of  them  anyway)  and  a  little  bit 
of  brain,  but  very  little  else.  And  yet, 
my  feet  hurt. 

They  are  enclosed  in  man-made  nylon 
socks  and  a  pair  of  leather  boots.  The 
nails  are  a  shade  too  long  and  the  skin 
is  hardening  on  the  heels.  They're  a  little 
bit  cold  and  probably  smell  a  bit  too. 
All  in  all  they  are  unpleasant  and  not 
a  subject  fit  for  polite  conversation.  But 
my  overwhelming  feeling  about  these 
offending  extremities  is  that  they  hurt. 

How  are  yours?  No,  think  about  it. 
How  are  they?  Couldn't  they  do  with 
a  good  soaking  in  a  bowl  of  warm 
water  with  the  addition  of  something  to 
soften  them,  wouldn't  they  benefit  from 
a  bit  of  attention?  Look  at  our  colour 
picture  and  imagine  yourself  in  that 
model's  place.  My  plates*  are  tingling 
just  thinking  about  it. 

We  neglect  our  feet.  Babies  when  born 
have  beautiful  little  plates.  They  almost 
twinkle.  But  the  bones  in  those  feet  are 
very  soft.  Anything  that  is  done  to  them 
from  then  on  will  affect  the  disposition 
of  that  baby  for  years  to  come. 

Wearing  ill-fitting  shoes  through  ignor- 
ance or  the  dictates  of  fashion,  neglect- 
ing to  wash  or  dry  them  properly  and 
regularly  and  forgetting  to  trim  the  nails 
can  so  easily  distort,  disfigure  and  dis- 
comfit those  feet. 

Remember  that  the  average  human 
being — one  living  in  our  intemperate 
climes  anyway — will  be  wearing  shoes 
for  at  least  two-thirds  of  every  day. 
Strange  as  it  may  seem,  however,  it 
is  a  false  economy  to  buy  expensive  foot- 
wear for  children.  It  is  better  to  buy 
inexpensive,  well-fitting  shoes  that  can 
be  replaced  often,  as  soon  as  the  child 
grows  out  of  them. 

It  is  not  only  the  length  of  the  shoe 
that  should  be  of  the  proper  proportions, 
however,  they  should  also  be  wide 
enough  to  accommodate  the  growing 
foot.  For  this  and  other  reasons  shoes 
should  never  be  handed  down.  They 
are  very  individual  possessions,  having 
moulded  themselves  to  the  wearer's  foot. 

Socks  too  can  compress  growing  feet. 
Young  nails  bend  visibly  under  pressure 
so  it  is  easy  to  see  if  socks  are  too 
tight.  This  distortion  of  young  feet  by 
shoes  or  socks  occurs  without  any  feeling 
of  discomfort.  Young  bones  are  ex- 
tremely malleable.  Well-fitting  shoes 
should  be  half  an  inch  longer  than  the 
foot  with  plenty  of  room  for  the  toes 
*  Plates  is  a  Cockney  rhyming  slang 
word.  Plates=plates  of  meat=feet. 


to  move.  They  should  fit  snugly  at  the 
heel  and  instep.  The  uppers  should  be 
soft  and  supple,  and  the  sole  should  be 
as  wide  as  the  foot  at  the  widest  part, 
which  is  usually  at  the  first  joint  of 
the  big  toe. 

Leather  has  usually  been  a  favourite 
material  for  shoes,  since  it  closely  re- 
sembles human  skin  and  allows  the  feet 
to  "breathe".  Providing  a  synthetic  ma- 
terial permits  air  to  pass  through,  how- 
ever, it  too  is  perfectly  acceptable 
and  man-made  soling  materials  are  often 
more  hard-wearing  than  leather  or  rub- 


ber would  be. 

Fashion  "fads"  are  sometimes  incred- 
ibly harmful  to  the  feet.  Comfort  has 
often  been  sacrificed  to  a  current  idea 
of  beauty — wasp-waisted  dresses  restric- 
ting breathing,  backcombed  styles  weak- 
ening the  hair,  mini  skirts  causing  pneu- 
monia of  the  thigh  and  so  on — but  none, 
surely,  are  more  harmful  than  those 
which  pertain  to  plates.  One  could,  usu- 
ally loosen  a  stay  or  two  to  aid  respira- 
tion, trim  the  hair  to  allow  for  new 
growth  and  wear  bloomers,  but  the  dam- 
age done  to  a  foot  by  a  whim  of  fashion 
is  usually  irreversible. 

Training   shoes  are  popular  at  the 


moment.  These  are  very  often  little  more 
than  flash  versions  of  our  old  friends — 
school  plimsolls.  They  are  very  com- 
fortable during  a  netball  game  or  a  five- 
hundred-yard  dash,  but  worn  every  day 
over  a  long  period  they  can  be  quite 
harmful.  They  afford  a  foot  very  little 
support.  After  a  while,  therefore,  the 
foot  can  spread  so  that  it  becomes  diffi- 
cult to  wear  ordinary  shoes.  They  also 
cause  sweaty  feet  and  shouldn't  really 
be  worn  two  days  on  the  trot(!)  without 
being  given  time  to  dry  out. 

Scholl  UK  Ltd,  who  have  everyone's 
best  footcare  at  heart,  believe  that  child- 
ren should  be  taught  foot  hygiene  in  the 
same  way  that  they  are  taught  to  care 
for  their  teeth.  Being  admonished  to 
wash  their  feet  daily,  drying  well  be- 
tween their  toes  and  to  clip  toenails 
straight  across  but  not  too  short.  Child- 
ren who  swim  regularly  or  play  barefoot 
in  a  gym  are  prone  to  foot  infections 
of  all  kinds  and  should  be  checked  re- 
gularly by  a  doctor  or  a  chiropodist. 
Apart  from  these  check-ups  however, 
most  mothers  can  treat  minor  foot  ail- 
ments themselves  these  days,  providing 
your  shop  is  well  stocked  with  the  many 
products  available  for  self-help.  (Self- 
medication  is  not  recommended  for  dia- 
betics who  are  prone  to  infections  and 
customers  should  be  discouraged  from 
attacking  corns  and  callouses  with  a 
blade.) 

We  talked  earlier  of  the  effect  of 
deformed  and  aching  feet  on  a  person's 
disposition.  It's  no  joke  you  know.  By 
the  time  a  person  is  70  he  is  estimated 
to  have  walked  around  the  world  three 
times — that's  70,000  miles  at  the  rate  of 
18,000  steps  a  day.  And  never  mind  the 


Most  babies  have  perfect  feet,  but  nine 
adults  in  ten  suffer  from  foot  problems 


walking.  What  about  the  standing?  For 
hours  and  hours  at  a  stretch  those  two 
additions  to  your  legs  have  to  bear  the 
full  weight  of  your  body.  There  are 
26  bones  in  the  feet — one  quarter  of  all 
the  bones  in  the  body,  and  anything  as 
intricate  and  as  finely  balanced  as  a 
human  foot — a  device  once  referred  to 
by  Leonardo  da  Vinci  as  the  "greatest 
engineering  device  in  the  world" — can 
very  easily  go  wrong. 

The  smallest  thing  going  wrong  will, 
in  turn,  cause  the  feet  to  protest.  And 
when  feet  protest  the  cries  of  despair 
are  heard  all  over  the  body.  They  result 
in  frown  lines  etched  into  the  face,  in 
blinding  headaches,  stiff  backs  and  many 
a  snappy  word,  oft  regretted. 
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Protesting  feet  benefit  from  a  few 
minutes  relaxation.  A  little  pampering 
it  the  end  of  the  day  will  set  them  up 
a  treat  for  the  next  session  of  standing 
and  walking,  running  or  jumping,  danc- 
ing or  getting  trodden  on.  The  best  time 
for  a  home  pedicure  is  after  a  bath. 
That  bath,  in  warm  but  not  over-hot 
water,  with  a  dash  of  this  or  that  and 
perhaps  a  face-pack  to  refresh  the  other 
end  of  you,  will  contribute  to  an  all- 
over  feeling  of  well  being. 

After  a  bath  the  skin  and  nails  will 
be  softer  and  easier  to  cope  with.  Nails 
should  be  trimmed  straight  across  and 
level  with  the  tip  of  the  toe.  If  they 
are  too  short  or  rounded  they  may  be- 
gin to  grow  inwards,  causing  that  well 
known  complaint,  in-growing  toenails. 

Uncomfortable  or  unsightly  hard  skin 
can  be  removed  with  either  an  old  fa- 
shioned pumice  stone,  now  available 
from  Jackel  in  a  variety  of  colours,  or 
one  of  the  newer  chiropody  sponges  like 
the  one  from  Newtons  Laboratories  or 


coloured  nail  polish  ensure  that  nails 
are  free  of  lotion  by  wiping  them  with 
damp  cotton  wool  and  then  separate 
the  toes  with  more  cotton  wool  to  pre- 
vent smudging. 

As  a  finishing  touch,  suggest  Scholl, 
use  one  of  their  four  sprays  for  added 
freshness.  There  is  a  foot  refresher 
spray,  a  foot  deodorant,  a  dry  anti- 
perspirant  and  a  dry  powder  anti-per- 
spirant. 

Talking  of  Scholl,  which  is  almost 
impossible  to  avoid  when  discussing  foot 
care,  they  tell  us  that  they  predict  a 
buoyant  year  for  all  their  product  cate- 
gories. "The  current  economic  climate 
and  a  severe  shortage  in  NHS  chiropody 
facilities  can  only  favour  preventive 
home  foot  care  and  the  need  for  self- 
medication.  Nine  people  in  ten  are  known 
to  suffer  from  foot  problems;  usually 
Scholl  products  can  provide  a  safe,  eco- 
nomical and  effective  solution."  They 
also  believe  that  their  exercise  sandals 
will  gain  new  devotees  among  people 


Refresh  from  Holdwood  International. 
Scholl  have  also  recently  introduced  a 
hard  skin  stone  and  their  rough  skin 
remover  is  a  cream  which  rubs  off  rough 
skin  and  "nourishes"  the  tender  skin 
beneath.  Another  product  in  this  cate- 
gory is  Pretty  Feet  from  Beecham,  Scott 
&  Bowne.  It  has  a  pleasant  smell  and 
is  easy  to  use,  being  available  either  as 
a  roll-on  or  a  lotion.  This  should  be 
applied  to  clean,  dry  feet. 

Follow  this  with  a  massage  using 
Scholl  softening  lotion  which  should  be 
applied  upwards  from  the  heel,  over  the 
ankle  towards  the  knee,  following  the 
direction  of  the  blood-flow  to  stimulate 
the  circulation. 

If  you  want   to  apply    a   clear  or 


who  require  an  antidote  to  the  return 
of  the  dreaded  stiletto  heel. 

Schoii  exercise  sandals  already  have 
hundreds  of  happv  people  standing  on 
them  and  a  research  team  at  Northwick 
Park  Hospital  is  even  standing  by  them. 
They  have  discovered  that  exercise  san- 
dals may  delay  the  development  of  vari- 
cose veins  in  some  patients.  "Walking 
in  exercise  sandals,"  they  say,  "results 
in  a  more  effective  and  active  calf  con- 
traction and  thus  improves  the  muscle 
pump  and  hence  venous  return.  Only 
the  standard  exercise  sandals  appear  to 
provide  the  right  form  of  stimulus,  as 
this  trend  was  not  demonstrated  when 
high-heeled  sandals  were  tested." 

The  name  Scholl  (a  name  which  cau- 

Supplement 


Shoes  of  a  decade,  some  capable  of 
doing  untold  damage, 
ses  more  discussion  over  pronounciation 
and  more  inaccurately  sprayed  requests 
than  almost  any  other — it's  SSHOL)  first 
became  associated  with  feet  in  1904 
when  Dr  William  M.  Scholl  invented 
and  sold  his  first  arch  support.  Today 
the  company  makes  hundreds  of  pro- 
ducts— many  originally  invented  by  the 
doctor.  Many  of  these  are  sold  through 
retail  pharmacies  which  are  traditionally 
regarded  by  the  public  as  the  ideal  selling 
outlet,  not  only  for  foot  care  lines  but 
also  for  the  sandals. 

A  research  study  has  indicated  that 
most  women  dislike  shoe  shops  (well, 
don't  you?),  finding  the  atmosphere  and 
service  something  of  a  turn-off.  Their 
local  chemist  is  more  conducive  to  their 
buying  style.  Scholl  are  happy  with  this 
state  of  affairs  since  the  pharmacy  is 
thought  to  enhance  the  health  image 
associated  with  the  name. 

Inclement  weather  used  to  have  a 
deleterious  effect  on  sales  of  foot  care 
products.  This  is  no  longer  so,  however. 
Since  the  introduction  of  cold-weather 
products  such  as  Scholl's  thermal  in- 
soles and  Odor  Eaters  foot  warmers 
the  market  is  very  much  an  all-year- 
round-one.  Indeed,  Scholl  have  always 
had  a  policy  of  year-round  promotions 
and  out  of  a  total  budget  of  more  than 
£800,000  planned  for  1980,  in  excess 
of  £600,000  will  be  spent  on  television 
and  Press  advertising.  Following  several 
new  launches  from  this  company  they 
have  also  had  to  introduce  two  new 
floor  stands. 

Even  fashions  seem  to  be  going 
Scholl's  way  in  1980.  After  a  winter 
of  hobbling  around  on  stilettos  and  suf- 
focating in  restricting  boots,  the  spring 
and  summer  months  will  see  a  wriggling 
of  bare  toes  and  a  stretching  of  tired 
muscles.  The  higher  hemlines  forecast 
for  the  summer  will  mean  that  wearing 
snazzy  sandals  will  achieve  a  perfectly 
proportioned  look. 

Gosh,  I'm  looking  forward  to  that, 
Right  now  I'm  going  to  run  myself  a 
bowl  full  of  warm  water,  add  a  dash 
of  Scholl's  new  creme  footbath  and  re- 
lax because,  believe  it  or  not,  my  feet 
still  hurt. 
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SKINSENSE 


The  eighties  are  set  to  be  a  decade  full 
of  skinsense.  In  this  issue  of  Beauty  Busi- 
ness alone  we  introduce  two  new  pro- 
ducts to  the  market — Evidence  from 
Beecham  (p4)  with  its  scientific  anti- 
dote to  premature  ageing,  and  Day  by 
Day  from  Gillette  (pl5).  In  the  last 
issue,  just  before  Christmas,  we  reviewed 
the  moisturiser  which  is  also  antiseptic 
— deep  penetrating  skin  conditioner  from 
Galenco. 

Scientists  are  finding  out  more  and 
more  about  our  skins  every  day.  Re- 
search and  development  people  are 
responding  by  working  out  ways  of  in- 
corporating this  knowledge  in  products 
which  claim  to  keep  faces  younger  for 
longer.  And  the  marketing  men  are  wor- 
king out  newer  and  more  persuasive  ways 
of  encouraging  people  to  try  these 
products. 

Part  of  this  network  too  are  the 
advertising  bods  who  will  spend  many 
millions  of  pounds  explaining  the  bene- 
fit of  their  products.  Bemused  women 
will  be  told  that  they've  been  doing 
things  all  wrong  until  now,  and  that 
what  they  really  need  is  this  ...  or 
that  ...  or  perhaps  a  dash  of  the  other. 

This  is  where  you  come  in.  You 
form  part  of  this  selling  chain  too, 
because  it  is  you  they  will  come  to 
for  explanations.  It  is  from  you  they 
will  want  to  learn  some  skinsense. 

Of  course  they  haven't  been  doing 


it  "wrong"  up  to  now,  it's  just  that  by 
constant  examination  and  testing  we  are 
learning    more    about    how   the  skin 
works,  what  keeps  it  soft  and  wrinkle 
free  and  how  to  protect  it  against  the 
vicissitudes  of  the  weather,  the  assault 
of  the  sun  in  summer,  the  attack  of 
the   wind  in   the  autumn  and  the 
dousing   of   rains   all   year  round 

Basically  when   using  most  of 
the  skin  care  products  on  the  mar- 
ket the  old  rules  still  apply.  A 
routine    of    cleanse,   tone  and 
moisturise  is  unbeatable.  It  is, 
however,   of  more  use  if  the 
products  used  for  this  routine 
are  those  formulated  to  deal 
with  the  particular  problem  of 
the  skin  in  question.  Women  still 
need  guidance  in  this  area. 

It  is  sometimes  difficult  to  work  out 
what  sort  of  skin  they  have.  It  is  also 
sometimes  difficult  to  convince  custom- 
ers that  they  are  wrong  when  they  say; 
"Oh,  I  must  have  greasy  skin,  I've 
had  greasy  skin  for  years."  Of  course 
the  problem  there  is  that  they  may  well 
have  had  greasy  skin  when  they  were 
younger  but  the  very  passage  of  time 
has  wrought  a  change  and  though  they 
may  still  have  a  greasy  panel,  their  skin 
is  actually  quite  dry. 

Other  women  who  swear  their  skin 
is  "normal",  should  perhaps  consider 
defining  "normal".   In   this   country  a 


combination  skin 
is  often  the  norm,  but 
elsewhere  dry  skins  might  be  more 
common.  So  do  try,  politely,  to  find  out 
what  sort  of  skin  your  customer  has. 
This  process  may  be  complicated  by 
the  fact  that  she  has  come  out  shopping 
dressed  up  to  the  nines  and  with  her 
face  made  up,  beautifully  or  otherwise. 
She  will  probably  be  wearing  a  mois- 
turiser disguising  dry  patches  and  more 
often  than  not  a  foundation,  evening 
out  skin  tones,  concealing  broken  veins 
and  hiding  bags. 

Some  customers  may  have  had  bad 


Hi 
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2xperiences  in  the  past  and  so  may  be 
put  off  skin  products  altogether.  To 
these  unfortunate  ladies  you  can  in- 
troduce the  increasingly  popular  hypo- 
allergenic  ranges.  There  is  no  guarantee 
that  these  products  will  never  cause  a 
reaction  and  it  would  be  wrong  so  to 
advise  people,  but  they  are  said  to  be 
less  likely  to  cause  an  allergy. 

Almay  is  a  well  known  brand  from 
most  customers  point  of  view.  The 
company  reports  that  they  have  achieved 
an  increase  of  25  per  cent  per  annum 
in  the  past  three  years,  so  we  can  assume 
that  a  few  people  have  heard  of  them. 
Indeed,  they  say  that  awareness  of  their 
products  is  hovering  around  the  forty 
per  cent  mark.  At  the  moment  Almay 
is  said  to  be  "evolving  new  skin  care 
formulations  which  will  take  the  range 
into  the  eighties  with  a  bang".  Product 
manager,  Alison  Page  comments,  "Ster- 
ling brand  shares  of  two  and  three  per 
cent  may  not  sound  like  cause  for  cele- 
bration but  the  most  up-to-date  infor- 
mation from  a  leading  research  com- 
pany is  interesting.  For  instance  Al- 
may's  2.2  per  cent  share  of  the  clean- 
ser market  puts  it  in  line  with  many 
of  the  top  cosmetic  names  as  does  its 
3.2  per  cent  in  toners  and  astringents". 

A  newer  name  to  many  of  you  will 
be  Roc.  This  is  a  French  range  of 
hypo-allergenic  products.  They  are  one 
of   the  many    companies    which  offer 


training  courses  to  chemists  assistants. 
Indeed,  they  say  that  in  1980  they  are 
planning  an  extensive  programme  of  one 
day  training  schools  throughout  the  UK. 
This  course  covers  a  brief  introduction 
to  skin,  allergic  reactions,  that  all-im- 
portant identification  of  skin  types  and 
instruction  on  the  use  and  recommenda- 
tions of  their  own  unperfumed  prepara- 
tions. 

Roc  also  advise  assistants  to  familiar- 
ise themselves  with  all  skin  care  pro- 
ducts in  stock.  To  do  this,  read  all 
literature  which  the  various  companies 
supply  and  as  always  read  the  packs. 
Don't  be  put  off  by  multi-lingual  packs, 
the  English  translation  has  to  be  there 
too.  Another  way  to  help  a  customer 
sort  out  what  she  needs  from  the  ple- 
thora of  products  available  is  to  give 
each  brand  adequate  visibility.  Try  not 
to  clutter  them  together  on  a  shelf  or 
in  the  window,  find  some  sensible  way 
of  displaying  them,  either  by  range  or 
by  use — cleansers,  moisturisers  etc — in 
as  neat  a  way  as  possible  so  they  don't 
take  up  any  unnecessary  space. 

New  products  which  are  probably 
being  given  television  or  Press  adver- 
tising support — and  you  can  find  out 
which  these  are  from  the  pages  of  C&D 
— will  benefit  both  the  manufacturer's 
sales  and  your  own  by  being  displayed 
in  the  window  and  given  prominence  in 
the  shop.  People  are  generally  interested 


in  anything  new,  and  will  probably  ask 
about  it,  so  you'll  need  to  know  enough 
about  any  new  product  to  answer  their 
questions.  "It  makes  your  skin  soft"  is 
no  longer  any  good  really,  that's  not 
skinsense.  As  a  spokesperson  for  Roc 
says:  "Taking  a  professional  approach 
to  your  job  will  help  you  to  acquire 
customers  who  trust  and  value  your 
advice  and  who  will  make  your  job 
more  interesting  and  successful,  whilst 
bringing  valuable  business  to  your  shop." 

To  emphasise  how  difficult  it  is  to 
sort  out  one  skin  type  from  another 
Max  Factor  have  identified  no  fewer  than 
seven.  They  kick  off  with  extra  dry 
skin  which  can  be  identified,  they  say, 
by  deep  expression  lines,  a  parched 
flakey  look  and  loss  of  firmness  of  facial 
contours,  then  there  is  the  common  or 
garden  dry  skin  which  has  a  taut  ap- 
pearance and  fine  expression  lines 
around  the  eyes  and  mouth.  They  identify 
normal  skin  as  one  with  no  apparent 
problems  and  with  good  tone  and  colour 
and  a  firm  texture  but  oily  skin  has  a 
shiny  appearance  with  enlarged  pores,  a 
coarse  texture,  possibly  blackheads  and 
blemishes  and  a  dull,  sallow  colour. 
Confusingly,  oily  skins  may  also  have 
a  flakiness  around  the  nose,  caused,  say 
Max  Factor,  by  "oxidisation". 

Number  five  is  a  combination  skin 
which  can  be  a  combination  of  oily 
panel  with  dry  skin  or  with  normal 
skin.  Six  is  a  sensitive  skin  which  has 
a  fine,  almost  translucent  texture,  broken 
capillaries    with    many  characteristics, 

Concluded  on  next  page 
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SKINSENSE 


too,  of  the  dry  skin  with  fine  lines 
around  the  eyes  and  mouth  and  its 
owner  may  flush  easily.  Finally  there  is 
the  disturbed  skin  which  is  most  com- 
mon among  teenagers  and  consists  of 
blackheads,  pimples,  blemishes  or  even 
acne  with,  overall,  bad  texture  and  bad 
colour. 

As  well  as  the  basic  three  step  rou- 
tine of  cleansing,  toning  and  moisturising, 
Max  Factor  also  recommend  nourishing 
and  using  a  facial  masque.  More  women 
nowadays  understand  the  need  for  these 
products.  Nourishing  is  really  a  more 
concentrated  type  of  moisturiser  and 
should  ideally  be  done  at  night.  Night 
creams,  like  the  new  Ulay  Night  Care, 
are  much  less  heavy  'than  they  used  to 
be  and  women  need  not  worry  about 
sliding  off  their  pillows  in  the  middle  of 
the  night.  Like  a  moisturiser  their  func- 
tion is  to  maintain  and  restore  the  skins 
natural  oils,  promoting  suppleness  and 
preventing  the  appearance  of  lines. 

Using  a  masque  on  a  fairly  regular 
basis  helps  to  draw  out  impurities  and 
clarify  the  skin  whilst  firming  and  re- 
fining the  skins  texture.  They  are  also 
said  to  remove  excess  oils  so  people 
with  oily  skins  should  be  advised  to  use 
them  more  often. 

Max  Factor  recently  relaunched  their 
Swedish  Formula  range  which  is  said  to 
have  been  developed  for  skin  type  num- 
ber six,  those  sensitive  skins.  It  is 
sub-divided  into  treatments  for  normal 
to  dry  and  normal  to  oily  skins.  Both 
cleansers  are  water  soluble,  that  is,  they 
can  be  taken  off  with  either  a  tissue  or 
a  splash  of  water  according  to  the  users 
preference. 

Many  women  still  like  to  feel  water 
on  their  faces,  although  beauty  article 
after  beauty  article  in  the  women's  maga- 
zines advise  against  it.  There  are,  how- 
ever, many  new  products  which  are 
perfect  for  these  ladies.  These  are  the 
cleansing  bars,  there  is  one  available 
from  Neutrogena,  one  from  Clique, 
one  from  Vichy  and  we  can  expect  more 
in  the  future.  These  look  like  soap,  and 
are  used  like  soap  but  do  not  have  the 
drying  effect  of  soap.  Yardley  will  be 
adding  a  beauty  soap  to  their  Precious 
Minutes  skin  care  range  in  July. 

Also  available  of  course  are  the  un- 
perfumed  soaps  like  Simple  soap  from 
Albion  and  Johnson  &  Johnson's  baby 
soap  which,  like  the  other  J&J  baby 
products,  has  found  favour  with  a  large 
proportion  of  our  adult  population. 

Since  lemons  are  associated  with  com- 
bating grease  many  consumers  think  that 
the  Lemon  Delph  products  are  only  for 
people  with  greasy  skins.  The  manufac- 


turers tell  us  that  this  is  not  so  and  that 
these  products  are  suitable  for  all  skin 
types.  Their  recent  advertising  campaign 
advising  readers  that  "what  a  sauna  can 
do  for  your  body,  Delph  can  do  for  your 
face",  has  been  very  successful,  say 
Richardson  Merrell.  As  they  further 
point  out,  the  key  to  a  good  skin  is 
common  sense.  People  alternately  ex- 
pose faces  to  biting  cold  winds  and 
centrally  heated  rooms,  or  even  sun 
lamps  with  frightening  rapidity  and  ex- 
pect their  skins  to  be  able  to  stand  up 
to  that  sort  of  treatment — just  think 
what  it  would  do  to  a  plant! 

The  kinds  of  foods  eaten  can  affect 
the  skin  too  and  people  must  keep  the 
renewal  rate  of  skin  cells  as  high  as 
possible  by  regular  cleansing.  Toning, 
remember,  closes  the  pores  and  thus 
refines  the  skin's  texture  and  also  re- 
moves any  final  traces  of  cleanser  and 
pore  dirt  that  may  have  remained  on  the 
skin.  This  is  how  the  sauna  theme  arose 
for  the  Lemon  Delph  products,  the 
sauna  cleanses  and  the  post-sauna  show- 
er tones  and  invigorates. 

Many  people  are  now  extending  their 
skinsense  to  the  whole  of  their  body  of 
course  and  after  that  sauna  they  would 
finish  off  with  a  moisturising  body 
lotion.  A  facial  moisturiser  is  doubly  im- 
portant because  it  protects  that  part  of 
the  body  which  is  most  constantly  ex- 
posed to  all  the  drying  effects  of  living. 
Indoors  and  out  our  skins  are  con- 
stantly being  sucked  dry,  even  greasy 
skins  need  moisturising.  As  people  get 
older,  too,  their  production  of  natural 
oils  and  moisture  slows  up. 

This  and  many  other  skinsensible 
points  are  explained  to  regular  readers 
of  women's  magazines  in  such  common 
sense  advertisements  as  those  taken  by 
Oil  of  Ulay.  These  often  explain  what 
skinsense  is  and  illustrate  how  readers 
should  exercise  it.  Oil  of  Ulay  is  one  of 
those  products  which  can  be  recom- 
mended for  people  of  any  age  and  with 
any  skin  type.  It  is  said  that  it  is  so 
easily  absorbed  by  the  skin  because  its 
formulation  so  closely  resembles  the 
structure  of  the  skins  own  fluids. 

The  theme  of  the  late  seventies  was 
health.  Everyone  was  busy  toning  up 
their  bodies,  jogging,  modifying  eating 
habits,  re- thinking  routines.  The  idea  was 
to  feel,  look  and  be  healthier.  Various 
commentators  have  suggested  that  how- 
ever we  feel  about  this  trend  it's  one 
that's  going  to  continue  in  the  eighties. 
It's  likely  to  be  a  decade  when  we  see 
very  little  wealth  around — so  we  may  as 
well  concentrate  on  health,  skinsense 
and  a  little  happiness. 
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ON  TEST 


Gillette 

edge into 

anew 

market 


As  the  decade  gets  under  way,  the  per- 
sonal care  division  of  Gillette  UK  Ltd, 
is  test  marketing  a  new  skin  care  pro- 
duct, Day  by  Day  moisturising  lotion. 
The  test  market  will  be  in  the  West- 
ward and  Harlech  television  areas  which 
are  said  to  represent  approximately  11 
per  cent  of  the  country. 

The  company  tells  us  that  Day  by 
Day  is  aimed  strongly  at  the  chemist 
trade.  It  certainly  represents  a  departure 
in  terms  of  product  development  for  the 
personal  care  division  of  Gillette,  and 
is  the  first  new  product  to  appear  since 
this  division  became  an  independent  mar- 


keting unit  at  the  end  of  last  year 
(C&D,  December  15,  1979,  p966).  Day 
by  Day  has  been  undergoing  intensive 
research  for  over  two  years,  however, 
so  it  is  regarded  as  a  "product  with  a 
pedigree". 

In  recent  years  the  UK  skin  care 
market  has  expanded  considerably  and 
in  1979  it  was  estimated  to  have  been 
worth  approximately  £73  million,  mak- 
ing it  the  largest  in  terms  of  value  in 
the  personal  care  sector.  This  figure 
compares  with  the  £69m  said  to  have 
been  spent  on  soap,  £61m  on  shampoo 
and  £42m  on  bath  additives. 

Gillette  place  products  in  the  skin 
care  market  in  three  categories;  high- 
priced  franchised  brands  from  major 
cosmetic  and  fragrance  houses;  low-price 
traditional  products  and  a  mid-price  sec- 
tor. It  is  the  latter  which  they  perceive 
as  the  major  growth  area:  "This  con- 
sists of  moisturising  products  which  are 
simple  for  the  consumer  to  use  and 
understand,  but  at  the  same  time  have 
a  direct  cosmetic  appeal". 

It  is  estimated  that  in  1980  65  per 
cent  of  all  women  in  Britain  will  be 
using  a  skin  moisturising  product.  Usage 
of  moisturisers  is  not  confined  to  speci- 
fic age  groups  or  social  classes,  but 
the  highest  frequency  of  use  is  by  women 
in  the  16  to  34  age  group. 

Day  by  Day  (£1.49)  is  described  as  a 
non-greasy  humectant  emulsion,  with  a 
light  texture  which  gives  good  spreading 
and  penetrating  characteristics.  It  is  said 
to  be  readily  absorbed  into  the  outer 
layers  of  the  skin;  "softening  these  deli- 
cate tissues  and  producing  a  protective 
moisturising  screen."  Day  by  Day,  say 
Gillette,  "has  been  designed  as  a  simple, 
twice  a  day  product  for  the  woman 
who  wants  effective  moisturising  protec- 
tion against  the  harmful  drying  condi- 
tions caused  by  sun,  wind,  cold  and  the 
city  environment,  at  a  reasonable  price". 

To  support  the  launch  in  the  test 
area  there  will  be  extensive  television 
and  Press  advertising.  The  total  pro- 
motional package  also  includes  a  door- 
to-door  sampling  operation,  covering  all 
the  households  in  the  area — some 
450,000.  A  free  counter  merchandiser 
containing  one  dozen  bottles  of  Day 
by  Day  will  be  made  available  to  chem- 
ists. The  simple  grey,  white  and  pink 
bottles  are  presented  in  a  neat  carton  in 
similar  colours,  thus  giving  a  product 
which  to  many  women  has  almost 
become  a  commodity,  both  a  practical 
and  an  elegant  image. 
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PHILIPS 


1200W  Pistol  Hairdrier  HP4215. 
800W  Pistol  Hairdrier  HP4218. 


Ultraphil  Special  Sun  Lamp  HP3114. 


The  smallest 
product  on  this  page  is  also 

the  biggest. 


Ladyshave,  the  smallest-sized 
product  shown  here,  is  also  the 
biggest  seller. 

Having  created  the  women's 
shaver  market,  Ladyshave 
continues  to  dominate.  Philips 
hairdriers  are  elegant  and 
efficient.  Our  range  of  sunlamps 
is  dazzling.  And  our  new 
solarium  makes  year-round 
tanning  possible. 

Stock  the  Philips  range  of 
personal  care  products  for  their 
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Ladyshave  De  Luxe  HP2111. 


reliability  and  popularity  and 
you'll  be  taking  good  care  of  both 
your  customers  and 
your  business. 


Simply  years  ahead 


